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HARD AT WORK ON 
PHILLIPS’ DATA 


Superintendent of New York State 
Asks Companies for Data Cover- 
ing a Decade 





TO COMPILE 
PRESENT 
Offices Short of Men Because So Many 
Have Entered Service of 
Government 


DIFFICULT AT 





The circular letter of Superintendent 
Phillips addressed to fire insurance 
companies, asking for a great mass of 
details and statistics relating to pre- 
miums and losses, will cause a lot of 
men in insurance offices to lose their 
vacations. It comes at a time when 
the companies are beset by a number 
ef other problems including depleted 
staffs because of the war. Mr. Phillips’ 
letter is the preliminary step in his in- 
vestigation of insurance rates for New 
York State. He wants experience for 
a period of ten years. Some of this is 
easily available, but there will be tre- 
mendous detail work. He wants ex- 
penses separately listed for each State 
subdivided under such headings as, 
“State Taxes,” “Government ‘Taxes,” 
Commissions,” etc. 


There is a general feeling that the 
information desired for New York City 
itself will be very laborious to compile, 
with much of it difficult to get with 
anything akin to promptness. ‘The 
main classifications of the data re- 
quired are losses, premiums, commis- 
sions, taxes, expenses. Not only is the 
data asked for all States and New York 
City, but Canada statistics are wanted 
as well. Automobile insurance is ex- 
cluded. 

The general impression on William 
Street is that the Commissioner is g0- 
ing back a long way when he wants a 
decade covered. One manager said 
this week: “It is an awful long running 
start for the size of the jump.” Some 
of the work in gathering information 
will devolve upon the insurance ex- 
changes. ‘The New York Fire Insur- 
ance Exchange is short of assistance, 
twenty-three of its representatives be- 
ing already in the Government service, 























“The Largest Fire Insurance Company in America.” 


THE HOME 
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ELBRIDGE G. SNOW, President 





Underwriting Capacity Second to None. 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 


STRENGTH REPUTATION SERVICE 


























Established 1809 


North British 
and Mercantile 
mnie Sd ANMSuUrance Co. 


1866 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 

















—— 


IF RINMGrIELD 


Fire & Marine Insurance Co. 


Cash Capital $2,500,006 90 


HE SPRINGFIELD for two-thirds of a century has 
transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 

subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided re 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 





COMMISSIONERS T0 
INVESTIGATE GROUP 


Named to 
From 


Committee of Six Will Be 

Confer With Actuaries 

Six Companies 

HARDISON INTRODUCED RESOLU- 
TION 


Commissioner Cleary Discusses Double 
Indemnity—Plea for Separate Classi- 
fication and Uniformity 


(Special to The Eastern Underwriter.) 

St. Paul, Aug. 30.—At the convention 
of the commissioners yesterday Com- 
missioner Hardison, of Massachusetts, 
cffered a resolution providing for a 
committee of six commissioners to con- 
fer with six company actuaries to in- 
vestigate group life insurance prac- 
tices. The Actuarial Society of Amer- 
will be asked to participate. The 
motion was carried. 


ica 


St. Paul, National 
Commission- 
is the 
history in attendance. 
interesting 


Aug. 29.—The 
Convention of Insurance 
ers, in session here this week, 
largest in its 
One of the 
read was that of Commissioner Cleary, 
of Wisconsin, who recommended that 
the convention adopt a rule which will 
require the companies to report their 


experience on the disability and double 
indemnity clauses separately to the de- 
partments. He wanted the convention 
to recommend clauses and standards 
for the disability benefits and double 
indemnity to the end that uniformity 
may be obtained. He also criticised 
the manner in which some groups are 
formed in group insurance citing the 
case of certain bank groups that came 
to his attention, 

Commissioner Cleary’s views were 
concurred in about the groups by Com- 
missioners McMaster, Hardison and 
(horn, McMaster holding that nothing 
should be done that would restrict 
group insurance and that its perpetuity 
depended upon its being placed in 
logical groups Chorn said the con- 
trolling consideration should be whether 
the entire membership of an organiza- 
tion is grouped. Hardison pointed out 
that a so-called homogeneous group 
night easily be a dangerous one 


most papers 


Double Indemnity 
In discussing double indemnity Com 
missioner Cleary said in part: 
“There is serious question in my 
mind as to the justification for incor- 
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porating in a life contract the so-called 
‘double indemnity’ feature. I recognize 
the fact that accident insurance is to 
some extent life insurance, and that 
life insurance is to some extent acci- 
dent insurance. I am also sensible of 
the fact that the double indemnity, in 
case of death resulting from accident, 
can be justified upon the grounds tha® 
it appeals to the insurance buyer. This 
protection, however, can be bought 
from the regular accident writing com- 
panies under accident policies. It is 
urged by the companies selling a con- 
tract with this provision that the ordi- 
nary insurance buyer is anxious to get 
bis life insurance and his accident in- 
surance in a single contract. This 
ergument has some weight. It should 
not be permitted to prevail, however, 
if there are disadvantages which more 
than outweigh its advantages. 

“One feature of the double indemnity 
clause, as used by all companies, which 
in my judgment cannot be justified in 
a life insurance contract is the condi- 
tion that voids that feature of the pol- 
icy upon the assured reaching a given 
age. The contract of one company pro- 
vides that this feature will be void 
upon the assured reaching the age 
55: others void it upon the assured 
1eaching 60, 65, 70, ete. No provision 
under which indemnity is promised can 
be justified in a life contract unless 
that feature runs with the contract. 
The agent selling this kind of insur- 
ance would be less than human if he 
magnified the fact that a $5,000 policy 
would pay $10,000 provided the assured 
came to his death as the result of an 
accident before he reached the age of 
65, and that it would pay him only 
its face if he died the next day after 
reaching that age. It is a fact known 
to all of us that the great majority of 
those who carry insurance know prac- 
tically nothing about the terms of their 
contracts. There is bound to be dis- 
appointment when the assured awakes 
to the fact that he was protected 
against accidental death yesterday in 
the sum of $10,000 and to-day he has 
but $5,000 of protection. So far as I 
have been able to learn, there is no 
real relation between the charge made 
by the life companies and the benefits 
promised under the double indemnity 
clause. I have seen the literature of 
non-admitted casualty insurance com- 
panies circulated in Wisconsin, in which 
they invite companies to incorporate 
the double indemnity feature and re. 
insure that part of the liability with 
them. The proposed charge for the re- 
insurance is decidedly attractive. There 
is a temptation held out to the average 
management to enter this field of in- 
surance and take a chance by re-insur- 
ing this liability. Many of the com- 
pany managers have argued to me that 
they could incorporate this double in- 
demnity feature with perfect safety, 
because the premiums now charged 
are in excess of the actual require- 
ments of the company; that there is a 
margin of safety which will justify 
them in adding only a nominal charge 
to the ordinary premium for this 
clause. In the same connection, they 
argue that this is a convenience and 
benefit to the insuring public that 
should not be denied to it by the rul- 
ings of insurance departments. 


Margin of Safety 


“There can be no controversy about 
the fact that the present premium 
charge of most of the life companies 
has in it a margin of safety. Without 
impugning the good motives of the com- 
panies in their proposal to give a 
larger and more satisfactory amount of 
protection to the policyholders for a 
small additional premium, I feel that it 
is pertinent to suggest that there would 
not be such a margin of safety in pres- 
ent rates if the companies were not 
£0 stringent in the physical require- 
ments imposed by their medical depart- 
ments. There can be no question buf 
what a very large number of well-mean- 
ing, well-intending and deserving people 
ere denied insurance protection to-day 
because of the stringent requirements 
cf the medical departments of most of 
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the companies. The fact is that the 
siandard is raised above that contem- 
plated in the experience tables in use. 
| believe that the insurance companies 
will be rendering to society a greate’ 
service if they relax the rigid require- 
ments now imposed and as a result 
give insurance to a larger number of 
deserving people, rather than be tempt- 
od to further add to the already strin- 
gent medical requirements in order to 
give a greater measure of protection 
to those who are accepted. 

“In my opinion there is a further 
danger in giving double indemnity for 
accidental death. It is a well-known 
fact that the tendency to violent or 
accidental death runs in families. We 
row have many prohibited classes be- 
cause of family characteristics or fam- 
ily weaknesses. Isn't it entirely pos- 
sible that the companies will, as this 
business develops, create another im- 
portant. prohibited class, by barring 
those applicants who come from fam- 
ilies showing this tendency to violent 
and accidental death? This element is 
taken into account to-day in the writ- 
ing of this business. 

Premium Charge 

“I said before that there was littlé 
relation between the premium charge 
‘or this element of the contract and the 
penfits promised. This, in my judg- 
ment, is a decidedly important feature, 
and especially so from the standpoint 
cf the small company forced to use the 
double indemnity clause because of the 
competition of its stronger and more 
powerful rival. I have sought to gather 


some facts upon which to base this 
statement. I have the figures from 
seven life insurance companies—some 


cf them small, some of them the larg- 
est in this country,—showing the tota? 
death benefits paid during the past five 
years and the total amount of those 
benefits accruing on account of acci- 
dental. deaths. 

“Company ‘A’ paid 5 per cent.; ‘B’ 
paid 11 per cent.; ‘C’ paid 17 per cent.; 
‘D’ paid 19 per cent. (not figuring 


drowning); ‘E’ paid 22 per cent.; and 
‘F’ paid 26 per cent. of its death bene- 
fits on account of deaths resulting from 
accident, 

“I submit that if this percentage of 
the death benefits were double, it would 
involve many of the small companies 
financially if the premium charge was 
not reasonably adequate to meet that 
drain. I do not believe that any com- 
pany is charging an extra premium 
that is commensurate with the loss cost 
of this feature of its contracts. No 
approved standard is available for valu- 
ing this feature.” ‘ 
GOES TO TAXATION COMMITTEE 

St. Paul, Aug. 29..-A communication 
was read to the commissiOners from 
the Association of Life Insurance 
Presidents, requesting that the commis- 
sioners take up the subject of framing 
a fair and standard tax bill with com- 
mittees of that organization and the 
American Life Convention. This was 
referred to committee on taxation. 


FRATERNAL MERGER 

St. Paul, Aug. 29.—The executive 
committee of the commissioners has 
recommended that where there is a 
consolidation, merger re-insurance of 
fraternal orders, thirty days’ notice of 
the terms of the proposed contract b@ 
filed with the Departments of all States 
Where the contracting parties are in- 
volved. 


TRY IT OUT 

If you need a stimulant, just try that 
of breaking records. There is nothing 
quite so exhilarating. Try breaking 
your own record in closing applica- 
tions, and at the end of each day—hav- 
ing fought them all down the line from 
bank president to grocery clerk—see 
if you don’t have a better appetite, and 
sleep a sounder sleep than during the 
days of lethargy.—‘Monthly Review,” 
George Washington Life. 
Lawrence Priddy, New York Life, 
wrote $200,000 in July. 
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CALL INSURANCE EXPERTS 


Draft Board Scandal Results in Turn- 
ing Exemptions Over to Metropoli- 
tan Medical Examiners 


Under orders from Provost Marshal 
General Crowder, re-examinations of 
men rejected by Local Exemption 
Board No. 102 are being held in the 
uffices of the medical division of the 
Metropolitan. Life Insurance Company, 
1 Madison Avenue. The members of 
the Local Exemption Board No. 102, 
which sits at East Houston and Essex 
Streets, have been charged with ex- 
empting more than 650 men on the 
grounds of physical disability alone, 
eccording to a statement made by 
[eputy Attorney General Roscoe Conk- 
ling, who has seized the records of the 
board. 

In an effort to obtain the necessary 
quota of 234 men the board has ex- 
amined 1,430 persons, of which number 
142 have been accepted. It is reported 
that more than eight hundred men 
have put in claims for exemptions. The 
re-examinations are in charge of Dr. 
Victor E. Pederson, assisted by Dr. 
}K.night and other members of the Met- 
ropolitan medical staff. 





S. D. Jones, general agent in New 
York City for the Connecticut Mutual 
Life, has had some unusual experiences 
since entering the insurance business. 
One day early in his insurance career 
as an agent of the Mutual Life he ar- 
rived at Trenton, N. C., and left the 
same evening via the wagon route, 
after securing twenty-three individual 
applications for life insurance, totalling 
$51,000. Before leaving, the applicants 
were examined, and Jones had the 
money for the insurance. On another 
day he wagoned into Roper, N. C., and 
proceeded to rope in another batch of 
twenty-three applications in one day. 
Owing to the inability of the examining 
physician to complete the job he did 
rot suceed in having all the cases ex- 
amined in one day, but the work was 
completed the next day, and the insur- 
ance on the lives of each of the appli- 
cants paid for, the amount being $53,- 
000. 

‘When Mr. Jones entered the life in- 
surance business he did so under an 
arrangement whereby he received 15 
per cent. commission as a part-time 
agent. He was a clerk in a store earn- 
ing $700 a year during the day; at 
night he wrote insurance. He suceeded 
in writing enough business to pay him 
inore commissions on the 15 per cent. 
basis than the salary he was earning 
in the country store. Later, he was 
induced to work on a salary basis, 
accepting a proposition of $1,800 a year 
and expenses. His salary was soon 
raised to $2,600 a year and expenses. 
He finally became a full time agent on 
a regular commission contract. In 
1904 while living in Baltimore and not- 
withstanding the conflagration of that 
year, with the business depression that 
resulted, he wrote over a million dol- 
lars of business. 

Making a contract with the Con- 
necticut Mutual in 1907 he was sent to 
St. Louis, where he was the only agent 
in the office. In four years he built 
up an agency producing more than $1,- 
500,000 a year, which record the agency 
has maintained ever since. From St. 
Louis Mr. Jones was moved around 
somewhat, finally landing in New York 
in 1913, and now he has the sole gen- 
eral agency of the Connecticut Mutual 
Life in the metropolis, headquarters 
in the Woolworth Building. 





“PAID FOR” OVER A MILLION 

Among the agents for the Penn Mu- 
tual who “paid for” over a million from 
January to June 30, 1917, were the fol- 
lowing: Home office, Philadelphia; C. J. 
McCary, Chicago; Plympton & Bunt- 
ing, Boston; Ezra De Forest, New 
York; M. R. Miller, Rochester, N. Y. 
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Weak Points in 
War Bill Analyzed 


OPERATES AGAINST CLASS WHICH 
NEEDS INSURANCE MOST 
Types of Discrimination Pointed Out— 
Socialism in Judge Mack’s 
Explanation 


The War Risk Insurance bill is so 
important to the nation as well as to 
the insurance fraternity that The East- 
ern Underwriter will refer to it from 
time to time until the matter is dis- 
posed of one way or another. 


The first three sections of the bill 
provide for the care of the families of 
the officers and men: Firstly, during 
the period of the war while the men 
are at the front; Secondly, in case of 
the death of the soldier during service; 
and Thirdly, after the war in case of 
disability, either total or partial, aris- 
ing out of the war. 


Benefits Uniform to All 

In these three sections all men are 
treated alike, the rich and the poor, 
and no indemnity is increased or dim- 
inished, offered or withheld, on account 
of rank, station, or ability to pay on 
the part of the men. The benefits are 
given by the nation on principles which 
are fair and just in their fundamentals. 
Indemnity may be withheld if the sol- 
dier and his family request it, but no 
indemnity is withheld or lessened be- 
cause the soldier cannot make a large 
enough allotment. 

Basic Principles 

Insurance men all favor the principle 
of granting life insurance to the sol- 
diers; they approve of the insurance 
principle for compensation benefits in 
preference to pensions to be granted 
after the war. In providing these: ben- 
efits the laws should follow the basic 
principles of workmen’s compensation 
and of group insurance, The cost must 
be borne by the occupation! 

This principle is carefully followed 
in the first three sections of the bill 
now under consideration. 

Departure 

Section IV, however, brings in an en- 
tirely different element. Here optional 
insurance is offered to the men at peace 
rates for amounts varying from $1,000 
to $10,000, the condition being that the 
men must elect to take this additional 
insurance, and must pay part of the 
cost : 

If the insurance offered were equal in 
value to the premiums required, this 
proposition could not be charged with 
being inequitable, but when the govern- 
ment offers insurance which will un- 
doubtedly cost anywhere from five to 
ten times the amount of the premiums 
paid, it is deliberately giving to those 


who are best able to pay for it a priv- 


ilege which it denies to those who are 
unable or unwilling to pay for it. 

This is the exact reverse of the first 
part of the bill. 


Thrifty Soldiers 

It is contended that on account of 
the smallness of the premium every 
soldier will be able to pay for the max- 
imum amount of insurance, if he de- 
sires it. But let us analyze this con- 
tention. A private’s pay is $30 per 
month. If he has a wife and children 
he is compelled under the bill to allot 
$15 per month to his family. He is left 
therefore with $15 per month out of 
which to meet his own pocket expenses 
and to pay for insurance, and it is said 
by the advocates of the bill that out 
of $15 per month every private can 
easily afford to pay $7 or $8 per month 
for life insurance. The question is not 
whether a man by extremity of thrift 
could manage to do this, but rather 
the question is—‘“‘Will all such men 
make this sacrifice?” If not, there is 
discrimination. 

Further Discrimination 

Life insurance agents know too well 
that the family man who needs insur- 
ance is not by any means the man who 
deliberately takes it of his own free 
will. He has to be forced into it by 
agents’ talk. The men who take life 
insurance of their own initiative are 
of the unusual thrifty type; only a 
small proportion of men in general. 
For this reason it is probable that only 
a percentage of the soldiers are likely 
to take the additional insurance benefit, 
even although it is offered too cheaply 
by the government. For this additional 
reason there is rank discrimination in 
Section IV of the bill—a discrimination 
from which the other sections of the 
bill are free. 


Optional Feature 

There will be two classes who can 
readily get this insurance if they wish 
it, and they will be the two classes 
who least need such help from the gov- 
ernment: First, those who have means 
of their own, or who through an offi- 
cer’s salary (getting more than they 
were accustomed to earn at home) are 
able to spend money for this insurance 
without depriving their family of other 
comforts. Second, the unmarried men 
and those without dependents who do 
not have to allot any part of their 
monthly pay and thus will have suffi- 
cient to pay for this additional insur- 
ance. 

These two classes do not need insur- 
ance so much as the third class, who 
will be without this optional insurance, 
paid for by themselves. They are the 
very people who need it most—namely, 
the enlisted men who have enough to 
do with their monthly pay, and who are 
of the least thrifty temperament—often 
with dependent families. 

Insurability 


Judge Mack says that “the object of 
the bill is to restore the insurance 


ability of these men.” This plea can 
have no weight with a man who gives 
careful thought to the situation. The 
soldier must exercise the option to take 
the insurance within 120 days of en- 
listment. If he fails to exercise this 
option he cannot take the insurance 
afterwards. Those who do not imme- 
diately realize the need of this insur- 
ance will let the period of option go by, 
then later, when they feel the need, 
they cannot have it. This offer does 
nothing to restore a man’s insurability. 
Lapsation 

Again, the bill is loose and vague in 
its terms. It does not indicate what 
the situation is in event of lapse for 
non-payment of premiums. If a man 
is “missing” or if for any other cause 
premiums are unpaid, presumably the 
insurance will lapse and become void. 
When it thus becomes void, there is 
no apparent possibility of reinstate- 
ment. If the soldier must elect to take 
the insurance within 120 days, and can- 
not take any insurance afterwards, it 
would seem to be a natural consequence 
that having lapsed the policy he can- 
not restore it. 

If a restoration privilege were grant 
ed, then a soldier by paying only one 
month's premium on $10,000 of insur- 
ance after enlistment would presumably 
have the right to restore at any time 
afterwards. ‘The privilege to restore 
is a dangerous one; yet if it is not 
given the loss of insurability is con- 
tinually present. 

Beneficiaries 

This optional insurance proposed to 
be given under the bill “shall be pay- 
able only to a spouse, child, grandchild, 
parent, brother, or sister.” Judge Mack 
in explaining this said: 

If there is not anybody depend- 
ent on the man there is no better 
beneficiary than the United States, 
even though that man had paid his 
premiums for that insurance; it 
should not go to a bare stranger 
but it should go back to the United 
States. I do not care whether he 
had paid it for fifty years or a hun- 
dred years * * * the benefit in 
the insurance will not be a matter 
of inheritance or descent. He can- 
not will it to whoever he might 
want to leave it to outside of these 
beneficiaries who are named in the 
bill. 


The impractical foolishness of this 
attitude—socialistic in its worst form 
will be apparent to anyone who re- 


members that the insurance is convert 
ible and may be converted into paid- 
wp life insurance say by ten premium 
payments, and thereafter continued for 
thirty or forty years until all the near 
est relatives of the soldier may have 
died. We have yet to learn that the 
United States Government can confis- 
cate the property of any citizen. 

We understand that life 
is property—anyhow the courts 


insurance 


have 





Reduce Option 


The Administration war risk 
bill has been favorably re- 
ported. The principal change 
made by the committee is the 


reduction of the maximum 
amount of optional insurance, 
a man may take from $10,000 


to $5,000. Another amendment 
adopted provides that the allow- 
ance of a widow shall auto- 
matically cease upon remar- 
riage. 











stated that it cannot be regulated as 
interstate commerce. 
Contractual Relations 

If a soldier pays for something and 
pays the full price as he would cer- 
tainly do after conversion, surely he 
has a property right in what he has 
purchased—even if it be from the U. 8. 
Government. He holds towards the 
United States the relationship of a 
purchaser for value. Presumably, 
therefore, he has a property right in 
his policy of insurance, and it is ques- 
tionable whether the holder of such an 
insurance policy could not deal with it 
by will or otherwise as a citizen could 
deal with any other property. If he 
cannot, then the so-called life insur- 
ance now being offered under the bill 
is a delusion and a snare to those who 
take it. 

Cheap Insurance 

All expert insurance men know that 
yearly renewable term insurance is of 
the “cheap and nasty” kind. The bill 
is drawn in such a way that a casual 
reader scarcely realizes that, in order 
to continue the insurance after the war, 
premiums at about the same rates as 
are charged by regular life companies 
for policies such as the people want 
would have to be paid. The premium 
rate that is emphasized by the advo- 
cates of the bill is $8 per $1,000, but 
this is only a temporary rate, with no 
benefits except the bare sum insured 
in event of death. The permanent pre- 
mium rate would be somewhere from 
$20 to $30 per $1,000—that is, from 
$200 to $300 for a policy of $10,000, 
according to the age and the nature of 
the permanent insurance selected. 


Cost to the Nation 

Secretary McAdoo, with the advice 
and concurrence of Capt. 8S. Herbert 
Wolfe, has estimated that only 25 per 
cent. of the men will take insurance 
for $2,500 each, and that the cost will 
therefore be approximately $23,000,000 
during the first year, and $112,000,000 
the second year. But if 100 per cent, 
of the men take the maximum of $10,- 
000, the estimated cost would immedi- 
ately become $368,000,000 for the first 
year and $1,800,000,000 the second year. 
One of two things must happen: the 

(Continued on page 4.) 
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ism of business by insuring entire staffs of employees. 
will lend a hand—make it easy for firms to insure their workers. 
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Press Misrepresented _ 
Insurance Companies 


BUT CHANGE IS NOTED NOW IN 
EDITORIAL ATTITUDE 


Secretary McAdoo Made No Move to 
Set Companies Straight With 
Public 
Life insurance men were greatly re- 
lieved this week when some of the most 
level-headed newspapers in the country 
began to take a common-sense view of 
the government war meas- 
ure, particularly with 
more correct statement of the position 
of life insurance toward the measure. 
For some time a sweeping attack upon 
life insurance companies has found a 
conspicuous place in daily paper editor- 
ial and news columns, based upon a 
mistaken idea that the companies are 

against the measure as a whole, 
The climax was capped in a letter 
from Oyster Bay, written to Judge Jul- 


ian W. Mack, principal framer of the 
McAdoo bill, in which the Colonel made 
the statement: “The old-line insurance 
companies and fraternal orders should 
welcome this new move in social prog- 
ress. In the interest of their policy- 
holders they cannot and ought not to 
stand the cost of the war risk except 
to the extent that they are now obli- 


insurance 
reference to a 


gated. The government can and ought 
to do it; and when the insurance is 
granted it must be kept in force for 


these men at rock bottom rates after 


as well as during the war.” 


Why Public Press Turned Guns on the 
Life Companies 

That Secretary McAdoo is in large 
part responsible for the idea that life 
insurance interests have been opposed 
to the government indemnifying sol- 
diers and are waging a campaign 
against the bill is generally believed. 
The facts are that the insurance com- 
panies were called into conference by 
the Secretary of the Treasury; later 
were asked to advise with him confi- 
dentially; decided to work whole-heart- 
edly to assist the government; made 
reports to him through insurance and 
actuarial committees; were kept en- 
tirely in the dark by the Secretary as 
to the progress of the bill while in 
process of draft; and no attempt was 
made by the Secretary to set them 
right with the public when newspapers 
early took the position that the life in- 
surance companies were fighting the 
whole proposition. tience, the public 
got the idea, as was illustrated in the 
Roosevelt letter, that the companies 
for selfish reasons were trying to keep 
soldiers and sailors from obtaining 
government protection for themselves 
and dependents. Finally, the situation 


became so aggravated that one of the: 


life presidents sent a letter of protest 
to the Secretary, who waited some days 
before replying, and then wrote that 
he exceedingly regretted that there had 
been a “misunderstanding” of the po- 
sition of the life companies, but he did 
not set that position straight with the 
daily papers. For him it was good 
practical politics to appear in the guise 
of sole protector of soldiers and sailors. 
He let it go at that. 


As has already been printed the great. 
majority of the life companies are not 
opposed to the government’s insurance, 
but they feel as experts they should 
disclose the weak spots in the meas- 
ure, which they have done. There is 
not even unanimity of opinion in the 
life insurance business regarding what 
the weak spots are, but a few of them 
are analyzed elsewhere in this paper. 

Attitude of Agents 

Naturally, there is considerable spec- 
ulation among agents as to how the 
bill will affect them, and undoubtedly 
they will lose many prospects. It will 
be hard on men writing small policies, 
who will see the government writing 
$10,000 for $80. ‘However, there should 
not be too much pessimism here be- 
cause the experience of the companies 
is that a large percentage of insurance 
is written on old policyholders; and, 
after the war, the carriers of $10,000 
government insurance (if the bill goes 
through in its present form) will, if 
successful in their careers, be in the 
market for a much larger amount of 
insurance. 

Dawson’s Comments 

Among interesting comments on this 
bill are these from Miles M. Dawson, 
printed in “The Economic’ World.” 

The mis-education of the American 
people as a whole concerning life in- 
surance, which will result, should also 
be considered—throughout the length 
and breadth of the land about $8 per 
$1,000 held out as “normal” cost! Thus 
a people which has just emerged from 
a generation of assessment life insur- 
ance folly of that very sort, into appre- 
ciation of sound insurance for (as well 
as of) life, is to be plunged into the 
same morass again! 

If, instead of providing adequate com- 
pensation, voluntary insurance must be 
added, obviously the provision of the 
bill should be modified, about as fol- 
lows: 

(1) The amount permitted, to be lim- 
ited to $2,500 for those receiving the 
lowest pay, and to $10,000 for those re- 
ceiving the highest pay. 

(2) The premium should be whole 
life, participating—-say, the same as the 
low rate of the Metropolitan or Pru- 
dential, or even the net level premium 
rates—the policy to be continued after 
the war, at the will of the policyholder. 
The larger premium will both educate 
rightly and also help keep down specu- 
lation. 

(3) ‘Life insurance companies should 
be permitted to cover their risk under 
policies requiring war permit, by pay- 
ing American Table rates into the War 
Insurance Fund (subject to the same 
limits as to amounts), which would thus 
cover the extra hazard at the govern- 
ment’s cost. This would reduce the 
injury to life insurance. 

Even with such amendments the life 
insurance part of the Administration’s 
bill cannot compare, in actual value 
both to families and to the nation, with 
amendments to the compensation pro- 
visions which would make them really 
adequate; it would still be a poor sub- 
stitute, though stripped of its most dan- 
gerous and harmful features. 


Ide Writes to Daily Press 
George E. Ide, chairman of the Insur- 
ance Committee appointed by Secretary 
McAdoo, has written to the daily pa- 
pers a timely letter, citing the attitude 
of this committee, and saying in. part: 





W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 

Inc. 1851 

New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 


We believe aS much as any one 
in the great merit of this general 
proposition. We think a system of 
compensation for the soldiers and 
sailors should be devised upon 
scientific lines, but, having been 
called in as experts to criticise the 
bill, we cannot indorse it where it 
is vague, unscientific and discrim- 
inatory. It is necessary obviously 
that the bill should be quickly 
passed, but there is no reason why 
a splendid measure should be 
spoiled by the addition of an arti- 


cle of very doubtful value, which 
has been presented to the public 
in a way to create false impres- 
sions. 


WAR BILL’S DEFECTS 
(Continued from page 3.) 
cost must either be very much greater 
than is estimated by Secretary McAdoo, 
or the benefit will be taken advantage 
of by only a trifling minority of the 
soldiers. Hither one of these two con- 
ditions is objectionable. Yet one of 
them is inevitable under the bill as 
drawn. 
Real Life Insurance 
Give the men life insurance by all 
means, but let it be real life insurance 
during the period of the war; let it be 
given at the expense of the Govern- 
ment (that is, of the employer) and let 
the well recognized principle of work- 
men’s compensation apply. Each man 


should have a specified amount and 
that amount should be the same for 
all! 


REJECTS NAVY LEAGUE OFFER 


In a statement to the press President 


Thompson, of the Navy League, said 
that Secretary of the Navy Daniels 
had turned down a proposition of the 


Navy League to issue millions of dol- 
lars of insurance for men in the Navy. 


WITH CONNECTICUT GENERAL 

Walter KE. Webb of San Francisco, 
former Northern California generat 
agent for the Connecticut Mutual Life, 
has been appointed agency supervisor 
for the life department of the National 
Life of the U.'S. A., with headquarters 
at Chicago. 
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INSURANCE CO. 
(Now Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-seventh annual 
report shows insurance in 
force of $133,493,000, an 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $3,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 
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350,000 Employes now 
Insured Under Group 


INSURANCE IN | FORCE $250,000,000, 
SAYS CONNECTICUT ACTUARY 
Rates Adequate, Conditions Fair— 
Advises Against Legislation That 
Will Stop Development 


H. Pierson Hammond, actuary of the 
Connecticut Insurance Department, in 
a paper read before insurance commis- 
sioners in St. Paul this week, said that 
“50,000 employes are now insured un- 
der the group plan, with $250,000,000 of 
insurance in force; gave rates at se- 
lected ages, told what the _ legisla- 
tures are doing about group, explained 
its growing popularity, analyzed prob- 
lems which are arising in the business, 
and concluded with the following per- 
sonal viewpoint: 

Personal Views 

“I believe group insurance is estab- 
lished; that it is being written along 
proper safe lines and that it is meeting 
a legitimate demand. My advice sup- 
ported by a careful analysis of the en- 
tire subject is this: 

“Do not limit or hamper the develop- 
ments of group insurance by legislation 
or by rulings if you can reasonably 
avoid doing so. Let it develop along 
natural lines.” 

Mr. Hammond also believes that op- 
position to group insurance among 
fraternals is fading, and “I cannot 
believe that organized labor has any- 
thing to fear from group insurance as 
it is being written to-day. * * * I do 
not want you to get the impression 
that group insurance is a panacea for 
all ills that labor is heir to. It is not. 
At its best it can only exert a beneficial 
influence. It will not prevent strikes.” 


Record Since 1912 


Less than ten companies have writ- 
ten most of the group insurance of 
this country, the business having start- 
ed in 1912. The record as compiled by 
Mr. Hammond from figures given to 
him by the companies follows: 


No.of Amount of 

In force— employes. insurance. 
Dec. Bi, 1993.....+. 11,450 $13,083,000 
Dee. Bh, BOIS. «20005 30,125 28,235,000 
Dec, Bl, 1914. « <0 52,625 50,605,000 
Bee. Bh, WB .ics<ces 105,000 83,920,000 
Dec, Bi, A98G.. 006.6% 202,000 155,300,000 
Jame: 30, TOE. .6s 00 325,000 250,000,000 

Present Rates Adequate 
In discussing rates Mr. Hammond 


said in part: 

“In the proposed rulings of one in- 
surance commissioner, and I understand 
there are others of the same mind, a 
rate for group insurance lower than the 
net premium according to the prevailing 


standard is not to be permitted. This 
attitude I think is unfortunate. Any 
deficiencies in the premiums charged 


can be and should be taken care of in 
the reserve maintained. I firmly believe 
that the rates now in use are adequate 
In any case, I am opposed to any legis- 
lation or rulings concerning them until 
it can be shown that they are inade- 
quate. The present indications are 
that such a proof is not forthcoming. 
As long as the insurants are protected 
by adequate reserves, I believe that 
the companies should be allowed to 
continue to use their present rates.” 


Reserve Problems 


In discussing reserves Mr. Hammond 
said these had arisen: 

First. Inasmuch as group insurance 
is written on the yearly renewable term 
plan the question arises: What is a 
yearly renewable term contract? This 
has been defined as a plan of insur- 
ance “under which each year’s premium 
is in theory just sufficient to meet the 
average cost for the current year, so 
that the premiums increase with the 


” 


increasing age of the policyholder. 
This is what is done in the case of 
group insurance, but if the premiums 
charged are below the net, what extra 
reserve is needed? In theory 50 per 
cent. of the yearly probability of dying 
according to the American Experience 
Table multiplied by the present value 
of $1, due in a year, would be the cor- 
rect mean reserve for each dollar of 
insurance. The contracts, however, 
guarantee that the insurance can be 
continued for a period of years at cer- 
tain rates set forth in the policy some 
of which are below the accepted stand- 
ard. Under these conditions it seems 
to me that the common idea of a yearly 
renewable term contract must be 
changed so that the guarantee of fu- 
ture rates below the standard may be 
comprehended in our conception. With 
such a contract, by whatever name 
known, the present value of an annuity 
for the deficiency of the premiums 
should be added to the usual reserve, 
Second. What is a group insurance policy? 
Is it a_ single blanket policy covering a 
number of lives or should it be considered as 
a number of policies each one of whicly 
covers ah individual namie of a group? 
It seems to me that our conception of group 
insurance looks to a_ single blanket policy 
and not to many policies, although each em 
ploye receives an individual certificate. 
Third. If the Company is 
deficiency reserve as outlined, why should not 
credit be allowed for such premiums as are 
above the adopted standard as an offset to the 
deficiency reserve? In investigating this prob- 
lem, we have taken the position in valuing 
the group policies written by the Connecticut 
life insurance companies at rates below the 
American net that inasmuch as group insur- 
ance is still in the experimental stage, it is 
much safer to adhere to our rule. Theoret 
ically, credit for excess premiums could be 
allowed but from the practical standpoint, I 
think it unwise at this time and during the 
period of development and experimentation to 
consider such a credit in the reserve calcula 


charged with a 


tions. I tbelieve that the extra reserve as now 
required is larger than safety demands, Int 
it is much fetter to be on the safe side. The 
companies have met the situation and are 
setting aside the extra reserve. This reserve 
at the end of 1916 was somewhat more than 
$300,000 and present indications are that the 
corresponding reserve at the end of 1917 will 
exceed $1,000,000. 

Fourth. If a group policy is but one policy 
why should we not, in calculating the extra 
reserve determine first the net American pre- 
mium for the entire group in the same way 
as a company determines the gross premium 
for the group, by combining the various rates 
for all ages? ‘This is but an extension of the 


previous problem. It seems to me that after 
a year or two more of group insurance, as 
suming that its development continues along 
present lines, it may be advisable even under 
our existing law to consider the blanket policy 
as a single contract, and for munposes of cal 


culating the reserve ascertain the aggregate 
net premium corresponding to the aggregate 
gross annual premium charged in the case of 
each group. A comparison of these two pre 
miums would immediately show whether the 
total gross premium was below or above the 
total net premium. If thelow then the differ 
ence could be treated as the deficiency and 
the extra reserve calculated in accordance 
with .some average age method. 


group in- 
midyear 
the re 
into con 


Fifth. In calculacting reserves on 
surance policies, should the usual 
reserve be calculated or should 
serve be interpolated by taking 
sideration the actual dates of the group poli 
cies in force on December Mst of the year of 
valuation? This question has been raised be- 
cause the number of group policies in force 
are comparatively small and the effective dates 
may not be evenly distributed throughout the 
year. I 


by calling at 
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am inclined to treat this problem ac- 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make. more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








NEW ILLINOIS LIFE BENEFIT 
Double Indemnity and Income Disabil- 
ity—$10,000 Maximum Payment 
Over Face of Policy 


The Illinois Life Insurance Company 
is now prepared to offer on the ord? 
rary life guaranteed annual additions 
and survivorship investment plans, 
twenty-payment life guaranteed annual 
additions and survivorship investment 
plans, continuous premiums endow- 
ment at sixty-five and continuous pre- 
miums endowment at eighty-five 
icies, which, in addition to the splen- 
did guarantees and options previously 
granted shall provide: 

First, that a monthly income shall 


be paid to the insured during his life- 
, 


pol- 


time if before attaining the age ol 
sixty he shall become wholly and 
permanently disabled, which monthly 


income shall be at the rate of 1-120 of 
the face amount of the policy ($8.33 
per thousand of insurance), and shall 
begin six months after due proof of 
such permanent and total disability 
has been received and approved by the 
Company. Without prejudice to any 
other cause of disability the entire an@ 
irrecoverable loss of the sight of both 
eyes or the severance of both hands 
above the wrists, or of both feet above 
the ankles, or of one entire hand and 
one entire foot will be considered as 
total and permanent disability within 
the meaning of this provision. 

During the period of total disability 
premiums on the policy shall be waived 





cording to circumstances. If a fire insurance 
company began writing one year business on 
December Ist, I think the unearned premium 


on December 31st should be 23/24ths of the pre 
mium charged and not the usual 50 per cent 
Similarly if a life insurance company begins 
writing group insurance on December Ist, the 
reserve on December 31st should be 23/24ths 


of vq. rather than 50 per cent. vq 
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If you have any doubt in your mind have it dispelled 


220 BROADWAY 


Phone 6030 Cortlandt 


(See ooo onion orn toi 


and upon the death of the insured the 
full amount of the policy shall be paid 
to the beneficiary without any deduc- 
tion whatsoever because of income dis- 
ability payments that may have been 
made. The income disability benefit 
will apply up to the maximum amount 
of insurance issued on any one life 
by this Company: namely, $50,000; but 
the income to be paid in the event of 
total and permanent disability will not 
he increased by reason of paid-up addi- 
tions to any policy. 


Second, that double the face amount 
cf the policy shal) be paid to the bene- 
ficiary upon due proof that the death 
o* the insured occurring before the age 
o! sixty, or the allowance of any dis- 
ability benefit, was caused directly by 
accident while traveling as a passenger 
on a street car, railway train, steam- 
ship licensed for regular transportation 
of passengers, or other public convey- 
ance operated by a common carrier; 
and that such death occurred w 
rixty days after such accident. 
the double ine 
be issued for more 
than ten thousand regular insurance. 
In other words ten thousand will be 
the maximum payment over and above 
the face of the regular policy if the in- 
sured is killed when traveling on a 
common carrier. Ten thousand of 
regular insurance would pay twenty 
thousand. If more than ten thousand 
ef regular insurance is issued the 
double indemnity benefit shall apply to 
en thousand only, of the total amount 
insured. In the case of policies issued 
cn annual additions plan the double 
indemnity shall not apply to additions. 
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DEMAND FOR BIG POLICIES 


Financial men foresee that 1917 will 

the greatest year in the history of 
life insurance for the writing of large 
policies—policies of $25,000 and over. 
The New England Mutual says that this 
will be due to economic conditions 
created by the war that will render all 
securities uncertain except life insur- 
ance and government bonds. They are 
the only “securities” that are abso- 
lutely stable. Therefore, it is predicted 
that after the present issue of Liberty 
bonds has been digested, the life busi- 
ness will experience a_ tremendous 
boom in the writing of large contracts. 
Naturally, also, those who leave their 
fortunes to their heirs will prefer to do 
so in the form of life insurance to 
avoid excessive inheritance taxes. In 
Great Britain such taxes have increased 
thirty per cent. since the outbreak of 
the war. 


be 


with principal of- 
fice in Albany, has been chartered by 
the Secretary of State, capitalized at 
$100,000, and authorized to carry on an 
insurance business in all its branches. 
Incorporators are Edward B. Cantine, 
George E. Cantine, Willian F. Kavan- 
augh, Alexander M. Hoit and Elizabeth 
M. Parker. 


KE. B. Cantine, Inc., 
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While it may be argued that life in- 
surance is an eleemosynary institution 
and that those engaged in the business, 
or the profession, or the calling, as 
some are pleased to call it, have no 
thought of the profits or gains as a 
first consideration, but rather, the 
great good that can be done to 
humanity; yet I think we will all 
agree, on a more serious and sober 
consideration, that at least most of 
you have engaged in the life insur- 
ance business primarily for gain 
or profit, just the same as though you 
had entered any profession, such as 
law, medicine or dentistry. 


It has been said occasionally by dis- 
couraged agents that the general 
agency business does not hold out to 
men the same promise of reward, as 
do other pursuits. But such is not the 
case, as can be easily shown on careful 
analysis. In any business, whether it 
be life insurance or mercantile, success 
only comes from close application to 
the business, and the application of 
sound business principles, to the most 
minute detail. 


Great Future for Agents 

In this business we find the same 
relative degrees of success as in other 
lines. There is the general agent who 
is eminently successful and whose 
profits or margins run into the thou- 
sands, and tens of thousands of dollars 
a year; while, on the other hand, there 
is the general agent whose margins are 
so small as to afford him the most 
meager support. The fault is not with 
the business. It is with the man con- 
ducting the business and rests pri- 
marily with his ability, industry and 
ambition. This is true in any business, 
as you know, and needs no further 
explanation. 

Our business can be likened to one 
that is carried on through the process 
of manufacturing, jobbing and retail- 
ing. In fact, that is just what it is. 
The company is the manufacturer; the 
general agent, the jobber (who also 
does some retailing); the agent, the 
retailer. The company, to be continu- 
ously prosperous—being the manufac- 
turer—must supply life insurance suited 
to the needs of the buying public, and 
along with the insurance, it must have 
quality of assets. This the Equitable 
has, to a marked degree. The company 
must also furnish the general agent 
service, prompt delivery, a reasonable 
credit, in order that he (the jobber) 
may sell, deliver and collect on reason- 
ably favorable terms. In this particu- 
lar, the company is more liberal in its 
terms to the general agent (the jobber) 
than most other companies, as the gen- 
eral agent has double the time for 
settlement on nets, that the general 
agents of most other companies have. 
Same Principles As Other Businesses 

That the sales organization of the 
company may not become disorganized 
—that it may be successful in a finan- 
cial way, and that the sales force of 
the company may continue from year 
to year without disorganization—the 
company (the manufacturer) must in- 
sist on the maintenance of certain 
prices by the general agent (the job- 
ber) to the agent (the retailer) and 
also by the agent to the policyholder 
(the consumer). The general agent 
cannot be financially successful with- 
out general agent’s margins. However, 
too often he lays aside all sound rules 
of business and undertakes to make 
contracts which will leave him insuffi- 
cient margins of profit. 

If the beginning general agent could 
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“Sound Business Principles in the 
Conduct of a General Agency” 


By H. E. Aldrich, Supt. of Agencies, Equitable Life of Iowa. 
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look ten years into the future, as well 
as the old general agent can look back 
ten years into the past, he would adopt 
certain business rules that would add 
very materially to his success. It is 
easy enough to look back and see our 
mistakes, but it is hard to consider 
the future and take the advice of those 
who, through experience, are, we think, 
prepared to advise wisely. 

Now, why is it that general agencies 
do not grow more rapidly? Here are 
a few of the reasons. 

First: At the beginning, and all 
aiong the years, the general agent does 
not, aS a rule, write enough personal 
business. 

Secoid: He does not properly equip 
his general agency office. 

Too Much Detail 

Th‘rd: He does not employ compe- 
tent office help, or if he does employ 
it, he does not properly train it and 
he hin self does, daily, a lot of detail 
work that should be thrown entirely 
upon the cashier of the office. He does 
not cut out non-essentials and apply 
himself to the larger things that de- 
mand his careful attention. 

Fourth: He makes unbusinesslike 
contracts with his agents. He fre- 
quently consumes much time with a 
majority of his agents (so-called), who 
have little if any ability, or if they 
have ability, have acceped rate books 
and supplies without any definite in- 
tention of making a success of the 
business. Such men consume more of 
the general agent’s time than the am- 
bitious, energetic, hustling fellows, who 
enter the business to make great big 
successes of it. He does not save to 
himself the proper margins; he does 
not handle the case in a businesslike 
way, requiring detailed written reports 
of efforts made, time employed, people 
seen, etc. He does not dominate and 
control the agent receiving the ad- 
vance, but lets the agent keep taking 
his money and accepts his reports (if 
any), though incomplete and unsatis- 
factory, with little if any protest, and 
takes no vigorous action to learn why 
satisfactory work is not being done. 
He does no joint work with the agent, 
thus while assisting him to succeed, 
making sure that through commissions 
earned his advances will not be lost. 
He does not maintain a discipline with- 
in his agency organization, ¢ompelling 
proper accountability for time. He 
does not discharge the unsuccessful, 
but permits them to continue to mingle 
with the more promising agents, and 
by their words and acts, to sow seeds 
of discord and discouragement. 

Should Conserve Resources 

Fifth: He does not conserve his 
financial resources as he should and 
keep his profits for re-investment in 
his business. How many large busi- 
ness houses do you think would ever 
have become large and successful and 
important, as you now know them to 
be, if, as fast as the owners made 
profits, they had withdrawn the profits 
from the business and had used them 
in materially increased living expenses, 
or had invested them in outside ven- 
tures? Make an investigation for your- 
selves. Go to some of your successful 
merchants; study their problems, and 
you will find that the successful busi- 
ness men are those who have been able 
to keep expenses down, both in their 
busiiiesses and in their homes, and have 
turned back into their enterprises, the 
profits. 

Take it in the City of Des Moines 

(Continued on page 9.) 











PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


Insurance in Force, $1,505,464,984 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued. 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate Write GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 














State Mutual Life Assurance Co. 
OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 


The Company that gives complete satisfaction to policyholders and 
agents because both are a part of it. 
SEVENTY-THREE YEARS of faithfulness to every promise made. 


Success for our ambitious representatives is a certainty. 


- Additions are made to our agency force when the right men are found 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 











THE UNITED STATES LIFE INSURANCE COMPANY 


1850 IN THE CITY OF NEW YORK 1914 
ISSUES GUARANTEED CONTRACTS 
, Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 
mission, a renewal interest inguring an income for the future. Address the Company at its Home 


Office, 277 Broadway. New York City. 
JOHN P. MUNN, M. D., President 
FINANCE CLARENCE H. KEBSEY, Pres. Title Guarantee and Trust Co. 
COMMITTEE (WILLIAM H, PORTER, Banker EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 
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Tnsuannce in fonce OVER "67, 000.00060 
e St louss. Mo. 


JL. Bab/er- Seo.mngr Ggencies, 














WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,00c under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 

RST, . guarantees that in case of death from any cause, $5,000, the face of the 
will be paid. 
SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the face of the Policy, will be paid. oe 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $509 PER WEEK during such disability, but_not 
to exceed 52 weeks, after which the weekly indemnity will be at the rate of $25 PER 
WEEK throughout the period of disability. Can insurance do MORE? And why 
should any man be satisfied with a policy that would. do less? The cost is low. 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Home Office, United Life Building - Concord, New Hampshire 
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Maryland Casualty 


Behind New Company - 





WILL BE KNOWN AS MARYLAND 
ASSURANCE CORPORATION 
John T. Stone Will Be President— 
Working Capital and Surplus to 
Be $800,000 





A new life insurance company for 
Baltimore was launched this week at a 
special meeting of the board of direc- 
tors of the Maryland Casualty Com- 
pany. The new concern will be an off- 
shoot of the Maryland Casualty Com- 
pany, and will be known as the Mary- 
land Assurance Corporation. John T. 
Stone, president of the casualty com- 
pany, will be the president of the new 
concern, and most of the executive offi- 
cers will be drawn from the executive 
staff of the casualty company. The 
formation of the new company is de- 
signed to offset the prohibition against 
tasualty companies doing life business 
in many States. The Maryland Cas- 
ualty Company has long considered en- 
fering the life field, but these prohibi- 
tions have prevented the company from 
carrying out its intentions. 


How Stock Will Be Held 

The working capital and surplus of 
the corporation will be $800,000, to be 
obtained from $500,000 of capital stock, 
divided into 50,000 shares of the par 
value of $10 a share, which will be 
sold at $16 per share, thus giving a 
surplus of $300,000. Sixty per cent. of 
the stock, or $480,000 worth, will be 
taken by the casualty company, thus 
civing the casualty ae control; 
while the 40 per cent. remaining will 
be distributed only to stockholders, 
agents, officials and employes of the 
casualty company. 

One of the chief aims of the new cor- 
poration will be the issuance of life 
policies in conjunction with accident 
and health policies. As the men behind 
the two companies view the matter, the 
quality of accident and health risks is 
improved by the combination. In a 
statement issued by the Maryland Cas- 
ualty Company in connection with the 
Maryland Assurance Corporation, it 
is pointed out that the new cor- 
poration will start business with sub- 
stantial advantages. There will be 
no organization expenses other than 
the items of taxes and fees to the 
State for the incorporation; the presi- 
dent and other officials of the casualty 
company will prepare the details of in- 
corporation without cost to the new 
company, and the restricting of the 
sale of the stock to the Mary- 
land Casualty Company and its offi- 
cers, stockholders and employes, 
will eliminate the expenses of com- 
missions and compensations for the 
sale of the stock and promotion costs. 

Michael J. Foley, representing The 
Prudential in Cohoes, N. Y., is the 
Democratic candidate for mayor of that 
city. 





PAID CLAIM; NO POLICY 





Merchant Killed By Automobile Had 
Signed Application and Paid a 
Premium 


‘The Phoenix Mutual has paid a claim 
in a case where no policy had been is- 
sued. On May 31 E. H. Bradshaw of 
its Mississippi agency wrote the pro- 
prietor of a store for a $2,000 policy 
on the annual life plan. The medical 
examination was delayed a few days 
but was completed June 5 and the ex- 
amining physician classified the appli- 
cant as a preferred risk. 

The application reached the home 
cffice on Saturday June 9, was approved 
from a physical standpoint, but on ac- 
count of a discrepancy between the 
age given in part one and that stated 
in part two a letter was written to the 
agency asking for an affidavit of the 
correct age. 

On Sunday June 10, the applicant was 
enjoying a ridé in his new automobile. 
In going over a railroad crossing the 
engine stalled and before it could be 
started an express train bore down upon 
the car; wrecked it and so severely in- 
jured the driver that he died early thé 
following morning without regaining 
consciousness. 

The premium had been paid in ad. 
vance, ‘No policy had been issued. The 
application papers were in the abeyance 
file with the approval of the risk 
physically stamped thereon. The com- 
pany was probably not legally bound 
in the case, but it was morally bound 
and notified the agency to forward the 
claim papers. The application had re- 
quested that the policy be made pay- 
able to the estate of the insured and 
just as soon as letters of administra- 
tion had been taken out, the company 
forwarded its check to the adminis- 
trator of the estate. 


FRATERNALS RECEIVE WARNING 

Fraternal insurance societies doing 
business in the State of New York have 
been notified by Superintendent Jesse 
L. Phillips that their licenses in this 
State will be revoked if they attempt 
to write whole family insurance in any 
other State. The New York laws do 
not premit the writing of whole family 
insurance, and the Insurance Superin- 
tendent notifies the fraternals that for 
this reason those that are licensed in 
New York cannot write such business 
clsewhere. 

DAY & CORNISH MOVE 

Day & Cornish, general agents in 
Newark of the Mutual Benefit Life, 
have moved from the home office build- 
ing of the Company to the new Kinney 
Building on the corner of Broad and 
Market streets, where the agency oc- 
cupies a considerable portion of the 
eighth floor. 

The Mutual Benefit’s limit of insur- 
ance for ages under 21 will hereafter 
be $5,000. 


Louis A. Cerf, Jr., son of the New 
York general agent of the Mutual Bene- 
fit, is serving with an ambulance corps 
in France. 


WHY HE CARRIES INSURANCE 


Mississippi Man Gives Five Reasons 
Which Induced Him to Carry 
$175,000 Protection 





C. H. Johnson, State agent of the 
Reliance Life, recently received a let- 
ter from a Mississippi policyholder, 
named R. H. Green, explaining why he 
carries $175,000. 


Dear Sir: In reply to your inquiry as 
to why I am carrying $175,000 of insur- 
ance on my life, I would say: 

First, I have received my insurance 
from time to time as my responsibilities 
have grown and my business prospered. 

Second, life insurance appealed to me 
as a safe investment. From the time 
( paid the first premium it was good for 
more than it cost and was a guarantee 
of protection in the investment that I 
could not find in any other way. 

Third, life insurance premiums are a 
deposit, a reserve, a surplus account 
that could be drawn on in the coming 
years, if I should desire to do so. 

Fourth, I can be sure of an estate at 
my death of at least $175,000, 

Fifth, I believe it is the duty of every 
man, who is imbued with a desire to 
promote the interests of his family, and 
that of his community, to carry life 
insurance, 


PHILADELPHIA LIFE 


R. J. Snead Gets State Agency for West 
Virginia and Kentucky—Supervisor 
Marshall’s Success 


The Philadelphia Life Insurance Com- 
pany, threugh Supervisor of Agencies 
R. S. Marshall, has just appointed R. J. 
Snead, who has been general agent 
for the Philadelphia Life at Hunting- 
ton, State agent for West Virginia and 
Kentucky. Headquarters will be con- 
tinued at Huntington. 

At the same time H. “. Frazier, who 
has been their general agent at Clarks- 
Lurg, becomes agency supervisor for 
West Virginia. James A. Edgar, former 
assistant supervisor of the cOmpany in 
Virginia, will be agency supervisor for 
Kentucky. 

Recently, Mr. Marshall was presented 
with a loving cup in appreciation of his 
services. Since becoming associated 
vith the company, his record has been 
remarkable, and with the new territory 
over which he has supervision, this 
Lrogress will no doubt be maintained. 
It is not often that a:man can transfer 
his allegiance from fire insurance busi- 
ness to life insurance work and attain 
Mr. Marshall’s success. For a number 
of years he was prominently identified 
with one of the leading fire insurance 
agencies in Washington, D. C., where 
his counsel in matters of fire insurance 
was much appreciated by the agency 
fraternity. Mr. Marshall is an active 
member of the National Association of 
Life Underwriters and the District of 
Columbia Life Underwriters’ Associa- 
tion. 





JOHN HANCOCK CHANGES 





New War Clause Voids Policy Except 
for Reserve if Insured Enters 
Service 





The John Hancock has changed its 
war time policy conditions regarding 
insurance limits and rules which have 
been in effect since June 1, 1917. 

First, there has been a new war 
ciause constructed which voids the pol- 
icy except for the reserve if the in- 
sured engages in war service. This 
will be known as War Clause B. It 
will be attached as a rider. The clause 
now in effect will be continued as War 
Clause A, 

Second, certain conditions have been 
changed, particularly in regard to term 
insurance, which has been much lib- 
eralized over the June 1 standard. 

Third, the limits established June 1, 
have been somewhat increased es- 
pecially in connection with War 
Clause B. 





LIEUT-COMMANDER SAVAGE 





The Work of Former General Agent 
of New England Mutual, Praised 
By Philadelphia “Press” 





The splendid work being done by the 
men of the Naval Coast Defense at 
Cape May, N. J., receives appreciation 
in a special illustrated article in the 
Philadelphia “Press” of recent date. 
The naval students in training there— 
the summer capital of America forty 
years ago—have no idle minutes in 
their day. Five hundred men are be- 
ing prepared for the duties of seaman- 
ship; and a finer, ruddier, healthier 
body of youths are not to be found 
in the service. The writer of the ar- 
ticle praises the camp in the highest 
terms, and has the following words 
of admiration for its commanding offi- 
cer, the New England Mutual Life’s 
general agent at Baltimore—whose 
place during his absence on this detail 
is being ably taken by Mrs. Savage: 

“No camp in the military establish- 
ment so hurriedly improvised reflects 
so much credit upon the skill and in- 
genuity of America. 

“Back of the material equipment is 
a director of great experience, broad 
qualities, human sympathy and like- 
able personality, LieutenantCommand- 
er Frederick A. Savage. This director 
of the naval establishment need bow 
to none in his experience and knowl- 
edge. He is a driving force that 
keeps the wheels of his organization 
revolving at top speed, while at the 
same time he has the happy faculty 
of making the work seem like play to 
his officers and men. 

“That he possesses unusual ability 
is proved by the fact that the entire 
camp has been built by the members 
of the ‘Naval Coast Defense working un- 
der his direction.” 

MAY MEET IN NEW YORK 

There is considerable discussion 
among members of the National Asso- 
ciation of Life Underwriters to have 
the 1918 convention in New York City. 








| 44 MILLIONS from 42 AGENCIES 











New England Mutual Life 


Insurance Company 
BOSTON, MASS. 











The Nation Needs Its Business 


Not less patriotic than those who serve the Nation in organizations directly con- 
nected with the war, are those who keep the wheels of business steadily turning 
Their work contributes to the country’s moral poise, and, as well, keeps sound the 
financial foundation on which our great part in the war must rest. Life insurance is 
one of the great conservators of national resources, through its protection of the 
myriad homes of the people and the businesses which furnish their maintenance. Life 
insurance has therefore a great opportunity and a great duty in this time of crisis. 


Occasionally we have a General Agency opening 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











The farmer, who now for 
Go the first time can look 
After the forward with a certainty 
Farmer to $2 a bushel for his 
wheat and equally high 
prices for every other farm product, 
together with the prospect of a press- 
ing demand for these from all quarters 
of the world, is looking ahead. He sees 
wealth falling into his lap if he lives 
a few years. One of the first things 
he will do is to acquire more land in 
order that he may increase his pro- 
ductive capacity. This land will be 
bought on the mortgage plan, the same 
as the land he already has acquired. 
If he is a8 shrewd as the rank and file 
of farmers, he will reason like this: “If 
I place a mortgage on the property, 
and live a couple of years, I can cancel 
the obligation, but if I should die at 
any time before the mortgage is lifted, 
my wife and children will be deprived 
of my life’s hard earnings.” 

Is there anybody on earth that can 
clarify the economic atmosphere for 
that farmer better than the life insur- 
ance man? Can anyone remove the film 
from his eyes and permit him to peer 
through the vista of years so effectu- 
ally as the man selling life insurance? 
He is the only person who can show 
that farmer how by the use of a life 
policy he can cover the loss which his 
death would cause, and save his family 
from distress. The policy, in case of 
his death, would take care of the mort- 
gage, and all embarrassment would be 
obviated. 

a * os 
A pleasing address and 

Ink Splashes an air of self reliance 

on the are often worth more 

Dotted Line to an insurance sales- 

man than a dozen let- 
ters of introduction, testimonials and 
what-not. When he has gained the in- 
terview, he has only to display indus- 
try, good sense, confidence in himself 
and the policies he handles, and the 
name on the dotted line is then merely 
a matter of time. 

A great many seekers of the dotted 
line ink splashers go on their quest in 
a half-hearted, dejected and indifferent 
way. They are convinced before they 
gain an interview that they are not 
going to land their man, and, of course, 
they don’t, for they do not carry the 
conviction that they amount to any- 
thing. They are foredoomed to: failure 
by the atmosphere of doubt that sur- 
rounds them. 

If you are going to sell your man, 
you have to convince him he is getting 
a real prize in th® policy being sold; 
that it is truly an asset to himself and 
his estate; that what you have to offer 
is backed by something besides your- 
self. In other words, he must see that 
you are a success before he can be con- 
vinced that you can help him to guc- 
cess. 

When you ask a man about insurance, 
and he instantly reads this language in 
your face and manner: “Please sign 
up for this policy; do not kick me out; 
I am an unlucky dog; I am disheartened 
and have lost confidence in myself and 
besides I need the money,” he will only 
have contempt for you; he will say to 
himself that you are not a man, to start 
with, and he will get rid of you as soon 
as he can. If you consider yourself as 
a worm in the dust, you must expect 
people to tramp on you; if you make a 
door-mat of yourself, people are sure 
to wipe their feet on you. 

What you think of yourself will have 
a great deal to do with another’s esti- 
mate of you. 

If you show in your manner and ap- 
pearance that you have not much of an 


opinion of yourself, that you want to 
apologize for intruding on a busy man’s 
valuable time, or even for being alive, 
men will not waste a minute with you. 

It is not necessary that you should be 
brazen, forward or egotistical. But you 
must show that you are a man, and 
that you know you are; that you have 
confidence in yourself; that you are 
self-reliant. 

If you carry evidence of your power, 
the badge of superiority, you will not 
wander the streets looking for pros- 
pects, you will have them and sell them. 
Let nothing convince that you cannov 
be this kind of a man. Nothing in the 
world is more certain than that you 
can. The latent power is within you. 
See that you bring it out—Reliance 
Bulletin. 

* + * 
J. B. Duryea has brief- 

J. B. Duryea’s ly summed up for the 
Seven Pointers Penn Mutual’s “News 

For Agents Letter’ seven points 

which will help agents 
to sell policies. Here they are: 

I said last month that learning to in- 
spire confidence is the sum total of 
all the factors in salesmanship, if we 
except the driving force, which is Will. 
iow can we learn to do this? I be- 
lieve that we can acquire the ability 
to create confidence if we: 

1. Begin at the bottom and learn 
every detail of the business. 

2. Cultivate the faculty of a natural 
approach made eloquent by your firm 
belief that your goods are worth 100 
cents on the dollar. 

3. Have a sales talk that is logical in 
bringing out the arguments in a se- 
quence that leads to a climax; one that 
is instructive in making the prospect 
understand the article you are selling 
end the good it will bring him. If te 
understands the need of the article as 
you understand it, he will buy. During 
the sales talk do not let the prospect 
ask you any unnecessary questions, 
You are there to explain the goods and 
when you have finished all his unasked 
questions will have been answered 
with much better effect than otherwise. 
If the prospect must worm the prop- 
osition out of you by a series of ques- 
tions, you have no business interview- 
ing prospects. Your place is in your 
room studying the proposition and how 
to present it. 

4. Be in earnest at all times, because 
earnestness is the most impressive 
quality that you can use. 

5. Never make a false statement and 
rever withhold any information essen- 
tial to the proposition itself. If you 
neglect to explain some important 
point, whether good or bad, and the 
prospect finds this out afterwards, it 
may make him suspicious that you are 
withholding other matters that he 
should know. When this occurs he has 
lost confidence in you and the prob- 
ubility is that you will not make the 
sale. 

6. Show clearly that you intend to 
protect his interest in the same way 
as if it were your own. Try to be his 
attorney in these matters and show 
that you are looking after his interests. 

7. Be absolutely fair to your com- 
petitor and uphold rather than tear 
down his goods. Everyone dislikes a 
man who runs down the “other fellow” 
when no one is there to defend him. 
If you cannot say anything good about 
your competitor do not say anything 
at all. Go on the theory that you are 
upholding the Institution of Life Insur- 
ance, and that the vital question is 
that the prospect be adequately pro- 
tected, and not whether he takes your 
policy or that of some other company. 


THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 


WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 
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Insurance in Force ...cccccccccce eee 
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eetesteniets ve 118,349,212.00 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
LARGEST STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
natin CONDITION ON DECEMBER 31, 1916: 
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$14,464,552.23 
22,436,717.56 














-  18,119,172.50 
--$1,300,600.00 annually 








There is a distinct ad- 
Good vantage in a life insur- 
Canvassing ance man carrying a 
Document policy in his own com- 
pany. First, for the usual 
protection it will give his family; and, 
secondly, for the additional moral 
weight which the known fact that he is 
practicing what he preaches gives to 
his preachment. No doubt an agent 
can use his policy in his own company 
to great advantage in his regular can- 
vass. He can fortify his own argu- 
ments by this document The agent 
speaks of his belief in life insurance, 
but he should back up that belief by 
showing the policies that he carries. 
Be a Prudential policyholder, there- 
fore, and use the fact liberally in your 
canvass. But suppose you are uninsur- 
able! The uninsurable man can speak 
as feelingly about the merits of the 
protection that he is debarred from en- 
joying as can the insured man about 
the protection which he does enjoy. 
Both have the true note of sincerity. 
But the uninsured yet insurable man 
who seeks to insure others has not the 
true note of sincerity. He sings flat. 
His voice is from the head, not from 
the heart, and he fails to move his 
audience. Therefore, Mr. Fieldman, get 
your policy, carry it about with’ you.— 
Prudential Record. 
ca + + 


Henry H. Kohn, general agent of the 
Fhoenix Mutual Life in Albany, and 
Mrs. Kohn, announce the engagement 
of their daughter, Helen, to George L. 
Hunt. This engagement is a Phoenix 
Mutual romance. Mr. Kohn is man- 
ager at Albany and Mr. Hunt super- 
visor at Atlanta. 








Founded 1865 


The PROVIDENT 


Life and Trust Company 


OF PHILADELPHIA, PA. 


What do most men fear? 
An insufficient income for 
their wives and children 
if they die, and for their 
own old age if they live. 

WE WILL INSURE THE 

INCOME IN EITHER EVENT. 


Write for Information 


























ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write 
applications but deliver policies, 
and are energetic in their methods. 
Good positions are ready for such 
men. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 





7 W. Madison St., Chicago, Ill. 
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NATIONAL LIFE INSURANCE COMPANY 


(MUTUAL) 
MONTPELIER, VERMONT 
67th Year 
FRED A. HOWLAND, President 


On paid-for insurance basis and with bonds valued at par only (market 
value $409,882 above par) the 67th report shows: 
fn, MCE CT CPU CER CLE 
DE. 6uiSbtccedsncas does eeuressa Eee 


covvsicccedees  aaeene 
INSURANCE IN FORCE ............$212,037,400.00 
A good company for the policyholder and the agent 
EDWARD D. FIELD, Superintendent of Agencies. 
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Sound Business Principles 
(Continued trom page 6.) 


to-day; the owners of the institution 
in which we are housed find it more 
profitable to rent their homes than to 
own them. Have you ever made in- 
quiry of a general agent of another 
company who was real successful, as 
to how he handles his agency? I have 
—and right here in Des Moines, I can 
cite you one successful general agent 
who is at present enjoying his annual 
vacation on his own island in a 
northern lake, where he has built a 
very comfortable summer home, This 
agency writes about two millions of 
business a year—and quite a number 
of you will have two million dollar 
agencies in a few years. Every agent 
in his agency is working on a contract 
with less commissions than you are 
paying your agents, and with just as 
exacting conditions in the contract. For 
years this general agent has made it 
a practice to supply his agents with 
necessary funds to keep them actively 
at work. The last report I had was 
that this general agent was carrying 
some $12,000 or $13,000 of notes as- 
signed to him by his agents. He 
charges interest for all money advanced 
his agents, but he always has money 
to advance the agent on notes taken 
for first year premiums. * * * 

Now compare this system with that 
of the general agent who increases his 
living expenses, perhaps, from the 
start; buys an expensive home; main- 
tains an expensive automobile; invests 
in outside ventures and obligates him- 
self to make payments for practically 
every dollar he can save for the next 
five or seven years. This is not an 
overdrawn case. It is a very common 
thing for general agents to fall into 
such an error, and as a result they are 
cramped for ready means for the de- 
velopment of the very business that 
affords them money to do the things 
they are trying to do. They are blight- 
ing, perhaps without knowing, the tree 
that is to bear the fruit. 


Should Recognize Margins 

It is said of the Iowa farmer, of 
whom so much has been said and writ- 
ten, that he raises more corn, to feed 
more hogs, to make more money, to 
buy more land, on which to raise more 
corn, to feed more hogs, to make more 
money, to buy more land, ete. If you 
will but recognize that you are in a 
business so big as to require all of 
the margins you may have, above your 
living expenses, for a _ considerable 
number of years and if you will, in 
dealing with agents, substitute your 
brains (service) for the margins they 
may demand, or think they shoula 
have, and which surely belong to you 
if you give real service, you will find 
that in a few years your income will 
be larger than you had dared to dream 
of. It is the lack of good management, 
the conservation of time and money in 
the early years of a general agency, 
that holds it back until the loss of 
prestige makes it well nigh impossible 
for it te take front rank. 


We have known of general agents 
who produced in their agencies con- 
siderable volumes of business, but who 
in after years had very little to show, 
in a financial way, for their efforts. 
They were, as a rule, the men who had 
produced but little personal business 
and had given to they agents indif- 
ferent service. 


Personal Business Desirable 

There is a general agent in this city 
who writes a very large personal busi- 
ness each year, along with his agents. 
He is, and always has been, the leader 
of his agency. He is in the closest 
touch with the situation in the field; 
he knows when times are good and 
when they are not good. He knows 
just what to do under all circum- 
Stances. He is a leader in the insur- 
ance fraternity of this community. His 
office organization is so well perfected 
that he can remain away from it for 





THE 


an indefinite period and everything 
will move along satisfactorily. He has 
been in this city but twenty years 

but several years ago he had already | 





become rated as wealthy. He has the 
respect and confidence of the business 
men of Des Moines. He has their 
patronage and he holds their patron- 
age as well as any general agent could 
probably hold it. He is not ashamed 
of his business and it never occurs to 
him that, to go out with a rate book 
and a half dozen applications and solicit 
the leading business men of this city, 
is below the dignity of a real general 
agent. Years ago he arrived at a place 
where he did not need to use all of the 
income for agency purposes, and he has 
investments in many of our leading 
institutions; he also has investments 
outside of the city of Des Moines. His 
company paid, in 1915, over $90,000 to 
his agency. Of course, not all of this 
belonged to this general agent, but it 
is currently reported that he had for 
himself, not less than $25,000. But this 
is, of course, not all of his income, as 
his dividends on stocks of banks and 
other institutions no doubt add many 
more thousands each year. 


How One Man Succeeded 
When he came to Des Moines twenty 
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METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


~ Of the People 
The Company By the People 
——— For the People 


The Daily Average of the Company's 
Business during 1916 was: 


701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 


$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 





years ago, he was without means and ; 
he had a very severe struggle the first hours for luncheon. They are aping 
year to earn sufficient commissions to the successful business man who has 
pay his expenses. Those who know paid the price of success in long hours 
him best, however, know that he has and close application and may have an 
been diligent in business. His motto organization that will permit of such 
has been, and is, “This one thing I do.” methods, 
If you had business with him, you 
would find him at his office early in 
the morning; you would not find him 
there at most any time during the day, 
because he would be out on the job. 
But, were you to call at 5:30 or 6:00 
o’clock in the evening, you would find 
him again at his office. Further than 
that, he has not considered his work 
a gentleman’s job. If there is anything 
that could be done better in the eve- many years, concentrated intensely on 
ning than during the day, he was just their daily work and allowed nothing 
the man to give the evening to that to interfere in their efforts to build 
work. He has applied business prin- successfully. 
ciples to his general agency. He has 
been diligent in business. 
“Early to Rise” Axiom 

One trouble with some general agents 
is that they reach their offices at from 
nine to ten o’clock in the morning and 
leave them, very often, at four o’clock 
in the afternoon; and at noon time, 
sandwich in an hour and a half or two a competent 


If you are going to make large suc- 
cesses; if you are going to gain com- 
petencies, it occurs to us here at the 
home office, that it will not be done 
with less than eight-hour days—per- 
haps ten-hour days and, in some cases, 
even longer. Indeed, it has been our 
observation that the highly successful 
general agents, of whatever companies 
under observation, are those who for 


To recapitulate: 

Write a good personal business each 
month. 

Maintain a suitable office, properly 
equipped, including a library, for the 
use of your agents. 

Have all office details in charge of 
trained cashier. Devote 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET. NEW YORK, N.Y. 














your time and energy to the big prob- 
lems of successful agency building. 

: Eliminate Small Man 

Avoid contracts with men of little 
promise of success. If you have the 
vision of the bigness of your business 
you will be content only with big men, 
or men capable of becoming big. 

Standardize your contracts with your 
agents. Place all on the same basis 
and let them earn, as in any other busi- 
ness, according to their ability and 
effort. Retain all margins between 
your contract with the company and 
that with the agent, and give much 
service in lieu thereof, 

Treat “Advances” As Salary 

If advances are made agents, treat 
the cases as though the agent were on 
a salary and subject to your direction 
fully. If you find he doesn’t know how 
to write insurance, show him how. Go 
with him or send a successful agent 
to solicit with him. Take care that 
his commissions equal advances made. 

Get-rid of your ne’er-do-wells—your 
drones. Have the courage to fire them. 
Their influence is bad on your live 
agents—on the whole agency, and on 
the business of life insurance in par- 
ticular. 

Turn Profit to Development 

Conserve Your commissions, margins 
and profits for the further development 
of your agency. You can use money 
to advantage in advancing a part of 
agents’ commissions on security of first 
year notes and renewals, if any. You 
can occasionally buy, to splendid ad- 
vantage, the renewal commission in- 
terest of some agent who has left your 
agency. A moderate sized agency can 
easily use to advantage from five thou- 


sand to fifteen thousand dollars in 
this way. In larger agencies larger 
amounts could be used to splendid 
advantage. 


Get the vision of larger things. Pay 
the price of success by giving to your 
business the best there is in you, and 
of which you are capable. Take your 
place among leading business and pro- 
fessional men of your respective com- 
munities. Have a substantial checking 
account at a leading bank. Establish 
a credit at the bank and keep it unm 
impaired.. Don’t ask the company to 
be your banker. 

Frank I. Laizure, Jr., has been ap- 
pointed by the Travelers to be man- 
ager of its compensation and liability 
departments at Atlanta, Ga., succeed- 
ing H. F. Rascher, who after eleven 
years’ service in the Southern city has 
recently been promoted to St. Louis, 
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DEPENDS WHOSE OX IS GORED 
The painful wail of sugar men, coal 
mine owners and wheat operators be- 
cause of governmental price regulation 
evokes nothing but an indifferent smile 
from fire insurance persons. Under- 
writers quit being excited by that sort 
of thing long ago. For years they have 
had to explain all about the prices they 
charge for their commodity; time after 
time attempts have been made to dic- 
tate prices to them. Even now if comn- 
panies do business in Texas they must 
accept certain rates not of their own 
making. In the past, however, this 
meddling with their business did not 
create the slightest ripple of interest in 
other commercial waters. So under- 
writers cannot be blamed if they are 
not much agitated by the current price 
fixing activities of the Washington Ad- 
ministration. 


A McMASTER DISCOVERY 

Commissioner McMaster, of South 
Carolina, told insurance commissioners 
this week that when half a dozen un- 
derwriters take snuff the rest of them 
sneeze. We had no idea that the num- 
ber of snuff takers is so limited. Under- 
writers who have tried to rush a resolu- 
tion through the National Board, or 
through other company organizations, 
often have been pained to find that 
there was very little sneezing, and on 
such important subjects as classifica- 
tion, collecting for binders, limitation of 
agencies, insurance floaters and new 
types of schedule rating, underwriting 
leaders frequently find that they can 
sneeze their heads off while dozens 
of contiguous membranes remain un- 
tickled. 





BANKS AS INSURERS 

One of the subjects that will have 
the attention of the American Bankers’ 
Association at its September meeting 
in Atlantic City, is that of forming a 
rmiutual surety and burglary insurance 
company among its members to handle 
‘ts own business. At the annual meet- 
ings of both State and National Bank- 
ers’ Associations for several years past 
this proposition has been brought up 
for discussion, and as often it has been 
voted down as an impractical adjunct 
to the banking interests. That it will 
meet the same fate at the coming con- 
yention is the concensus of opinion of 


*he foremost bankers of the country 
who have expressed themselves on the 
Pubject. 

Many years 
‘ompanies established a 
for the transmission of money to all 
parts of the world, the banking in- 
terests entered a bitter protest on the 
ground that corporations were 
encroaching upon the banking field 
which was foreign to their charter and 
province. A similar protest was offered 
a few years ago when the United Stated 
established a postal sav- 
ings system—another method of “cut- 
ting” into the banking business of the 
That these protests were per- 
fectly justified when considered from 
the bankers’ standpoint, cannot be 
gainsaid, but that they did not succeed 
in checkmating these intruding com- 
petitors was principally due to the fact 
that in both instances the public in- 
terests were conserved. Neither the 
Government nor the express companies 
however, reap any material benefit 
from this class of business. The pur- 
pose was to afford accommodation to 
the public, as the banks were not ac- 
cessible at all hours of the day and 
night. Unfortunately for the banks 
the latter cannot advance so good and 
unselfish a reason for the departure it 
has under consideration. 

The Eastern Underwriter last 
presented an array of facts to disprove 
ihe strongest arguments favoring the 
proposed bankers’ surety organization. 
Every prop that was intended to sup- 


the express 
department 


ago when 


these 


Government 


country. 


week 


port the propaganda was knocked 
down, and when the American Bank- 
crs’ Association comes to consider all 


the ramifications of such a colossal un- 
dertaking, together with its labyrinth 
of detail, not to mention the monetary 
cutlay for technical administrative abil- 
ity for a world-wide business, we be- 
lieve it will settle the insurance busi- 
ress for all time by voting it down. 

PHILLIPS ON COMPULSORY IN- 

SURANCE 

Upon many occasions Superintendent 
Phillips has clearly demonstrated that 
he considers his trust 
that should be administered for the in- 
terest of the public and in that admin- 
istration playing of politics should have 


office a sacred 


no part. 

To think right and to express those 
thoughts in public has seemed to him 
more imperative than court popu- 
larity with demagogic sophistries. That 
side of his again dis- 
closed at the Commissioners’ Conven- 
tion this when he delivered a 
crushing blow to compulsory health in- 
surance. There was no. particular 
reason why he should go out of his 
way to oppose the views of so many 
social bodies except that he knew the 
country was being flooded with a propa- 
ganda that should be checked, and he 
has courage enough to want to do his 
share in checking it. As insurance 
commissioner he has unusual oppor- 
tunities to study the system, and he 
has studied it. He wants social justice 
as much as any other citizen, but his 
research has not shown him that com- 
pulsory health insurance will eliminate 
all poverty, prolong human life, banish 
disease and otherwise hasten the com- 
ing of the millenium. 


to 
character was 


week 


On the other hand, in the Superin- 
tendent’s opinion the doctrine of so- 
called social insurance is fundamentally 
It is not the product of Amer- 
or the development of 
American ideals. It springs from au- 
tocracy. It is class legislation. Analyz- 
ing the purpose of the legislation, as 
outlined by Bismarck in the Reichstag 
(who advocated its enactment), Mr. 
Phillips declares that the thought which 
gave birth to compulsory social insur- 
ance in Germany was inspired by the 
desire to strengthen the power of the 
state more than to develop and protect 
the individual. There seems little 
thought that it was a idea to 
check the spread of socialism, in which 
iz: has failed, because socialism is 
stronger than ever. “While the adop- 
tion of the system has not checked 
socialism as predicted by Bismarck,” 
Mr. Phillips pointed out, “it has suc- 
ceeded in purchasing the support of 
the individual as a part of the scheme 
of autocracy wherein the State is all 
powerful and the individual exists only 
as a part of the machine.” 

To prove that social 
Germany has been at least a disappoint- 
ment, the Superintendent, backed by 
authoritative investigations, declares 
that it has neither improved the sick- 
ness rate nor made any perceptible dif- 
ference in the number of accidents. It 
has not contributed to longevity, while 
an analysis of the statistics do not dis- 
close that the compulsory system has 
been a material factor in developing 
better social conditions in the countries 
where it has been in operation. The 
‘Superintendent is correct in thinking 
that the American wage-earner, the 
highest paid and best treated on earth, 
may well pause and consider the cost— 
the increased taxation which this pater- 
nalistic doctrine will annually entail. 


wrong. 
ican thought, 


clever 


insurance in 


INSURANCE SOCIETY MEETING 

A meeting of the executive commit- 
tee of the Insurance Society of New 
York was held last Thursday. A com- 
mittee was appointed to draft a resolu- 
tion in honor of the late Waldemar J. 
Nichols, general adjuster of the North 
Pritish & Mercantile, who was a mem- 
ber of the executive committee of the 
Society. Ralph Barbour, general agent 
of the North British & Mercantile, was 
elected to occupy the place on the 
executive committee made vacant by 
the death of Mr. Nichols. It was also 
decided that the lecture meetings 
should be held monthly instead of bi- 
monthly, as heretofore. 


DON STEHLE, JR., COMES EAST 
Don Stehle, Jr., formerly with the 
Cerman Fire of Pittsburgh, has been 
appointed special agent of the Mer- 
chants’ ‘National Fire of Chicago, in 
Pennsylvania and New York. He be- 
gan his insurance career as an office 
boy. 


George W. Norris, a member of the 
board of directors of the Philadelphia 
Life, has been re-appointed by Presi- 
dent Wilson, chairman of the Federal 
Farm Loan Commission. 

Under the laws the chairman serves 
ene year but all the members of the 
board sent a request to President Wil- 
son that Mr. Norris be re-appointed for 
the ensuing year. 

*” a * 

R. S. Pope, president of the Federal 
Life Club, and a member of McCann & 
Pope, State managers of Federal Life 
for Michigan, is now a lieutenant in the 
United States Army. 


HUMAN INTEREST 





BENNETT ELLISON 


Bennett Ellison, who was in the real 
estate business until December, 1915, 
has quickly won a place as one of the 
progressive and successful local agents 
in New York City. The youngest local 
agent in the metropolis he quite ap- 
propriately represents the American 
Kagle, baby of the Continental group; 
Patriotic, baby of the Sun; County 
Fire, baby of the New Hampshire. His 
quartette of companies is completed by 
the City of New York, of which Major 
A. White is president. A New York 
City man Mr. Ellison went into the real 
estate and brokerage business, special- 


izing in lower Manhattan and Fifth 
Avenue properties. He secured the 
local agency of the American Eagle, 


retired from real estate and formed a 
partnership with Major A. White in 
December, 1915. The White local 
agency had been organized ten years 
before. Recently Major A. White de- 
cided to devote all of his time to his 
two insurance companies and Bennett 


Ellison succeeded to the sole control 
of the agency. 
*” a ” 
Charles Dobbs, managing editor of 


the “Insurance Field,” left on Saturday 
for the Officers’ Reserve Training Camp 


at Fort Benjamin Harrison, Indian- 
apolis. In a letter to a friend 
he said: “I have always kept in 
pretty fair training from golf and 
cther outdoor work, and the chances 
favor my _ sticking out the period 
of the camp, if they don’t dis- 
cover that I am under weight in the 


If that is all that is worry- 
has no reason 


top story.” 
ing Charlie Dobbs he 
to worry. 

. » * 


William C, Lyon, editor of the valu- 
able news bulletin issued by Commis- 
sioner Young, of ‘North Carolina, which 
is distributed among editors of North 
Carolina daily papers, has written a 
valedictory to these editors, saying that 
he has joined the Army, thanking them 
for their co-operation, and concluding 
with the statement that Commissioner 
Young will edit the “Bulletin” in the 
future. This particular “Bulletin” has 
cone splendid service in keeping down 
the fire waste. 
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New York National’s 
Metropolitan Change 


BOLAND CO., INC., GIVEN 
MANAGEMENT 


J. J. 


Charge of Company’s Affairs in Met- 
ropolitan and Suburban Exchange 
Territory Assumed 


The New York National Insurance 
Co., formerly the National Lumber, of 
Buffalo, announced last week the ap- 
jointment of the James J. Boland Co., 
aS manager of the company for 
the metropolitan and suburban dis- 
tricts. The James J. Boland Co., Inc., 
has taken offices at 95 William Street 
and has already assumed charge of the 
affairs of the New York National. 

Brokerage Service 

James J. Boland, president of the 
James J. Boland Co., Inc., is also presi- 
dent of the New York National and 
this appointment is the fulfillment of 
plans which he has been endeavoring 
to carry out since he assumed control 
of the company last March, additiona? 
announcement of which will be found 
in another column. As managers of 
the New York National for the terri- 
tory of the New York and suburban 
fire insurance exchanges, the James J. 
Loland Co., Inc., plans to extend to the 
New York brokers an additional serv- 
ice for which it is well equipped. 

The company has heretofore been 
represented by Crum & Forster for re- 
surance business only. James J. Bo- 
land & Co., Inc., represent the com- 
pany for the writing of business direct 
with agents and brokers. 

The James J. Boland Co., Inc., is also 
feneral agent for the Columbian Na- 
tional Fire of Detroit, Mich., for the 
States of New York, New Jersey, Penn- 
svlvania, Maryland and Massachusetts, 
in which capacity the agency has made 
excellent progress. 


Inc., 


SQUIRE COMPANY, INC., EXPANDS 
Opens Branch Offices in Leading Cities 
—Appoints L. C. Habig as Man- 
aging Underwriter 


The Squire Company, Inc., of 1 Lib- 
erty Street, New York, announced this 
week the appointment of L. C. Habig 
as managing underwriter of the agency 
The Squire Co., Inc., was recently ap- 
pointed agent of the Ohio Millers Mu- 
tual Fire Insurance Co., of Canton, 
Ohio, for metropolitan and general ter- 
ritory, and in this connection, the 
agency plans to considerably broaden 
its scope of activities. 

The New York office will be consid- 
erably enlarged and the underwriting 
department will be entirely separate 
from the brokerage and in charge of 
Mr. Habig, who has been identified with 
the business as an underwriter for the 
past twenty years and resigned this 
week as assistant secretary of the Stuy- 
vesant Fire. 

The Squire Co., Inc., 
the addition to their facilities in the 
opening of branch offices in Philadel- 
phia, Akron, Ohio, Tulsa, Okla., and 
Jamestown, N. Y. 

C. B. Squire, the senior member of 
Squire & Co., has been engaged in the 
fire insurance business for more than 
thirty years and has long been estab- 
lished as a capable underwriter. 

The Ohio Millers, for which the 
Squire Co., Inc., will start to write busi- 
ness tomorrow in the metropolitan 
section and throughout the United 
States and Canada, has been operating 
Since 1886. ‘While organized as a mu- 


also announced 


tual company, the charter of the Ohio 
Millers permits it to write non-assess- 
able policies on the stock company 
basis and the Company has practically 
limited itself to this method of opera- 
tion for several years past. Its total 
cash assets are $1,147,802 and its cash 
surplus $505,213. 

In representing the Ohio Millers, the 
Squire Co., Inc., will issue policies only 
on the stock company basis. 


DISCUSS UNIFORM RULES 


Representatives of Rating Organiza- 
tions in Pennsylvania Confer With 
Company Men in This City 
between 


A conference companies’ 


having Eastern juris 
the 


was 


representatives, 
diction, and representatives of 
Pennsylvania rating organizations 
held in this city on Tuesday, at which 
the new uniform rules -and 
were discussed fore and aft. The con- 
ference followed a discussion of the 
same subject by the Underwriters’ As 
sociation of the Middle Department in 
Atlantic City. This is the meeting 
that was attended (uninvited) by a 
reporter for a Philadelphia daily paper 
whose report of the meeting led the 
innocent citizens of Philadelphia to 
believe that Atlantic City had narrowly 
escaped a riot in which fire insurance 
men were on the verge of tommyhawk 
ing, or at least were thinking of spill- 
ing each other's gore. 

The Eastern Underwriter is informed 
that the meeting this week was of a 
much more pacific nature and that the 
only thing spilled was some icewater. 


clauses 


CHANGES ITS NAME 
Buffalo German Insurance Company to 
be the Buffalo Insurance Company 
Hereafter 


The Buffalo German Insurance Com- 
pany has dropped the word “German” 
from its title. In a resolution the board 
ot directors said in part: 

“That because of present conditions, 
and the state of war in which our 
country is engaged, the name this 
Company now bears is deceptive, mis- 
leading of the truth, and harmful to its 
best interests and business in many 
ways. That, in particular, as reports 
from the Company agents and brokers 
in different parts of the United States 
show, the present name of the Com- 
pany has mislead many persons into 
thinking that we are a foreign company. 
cr a branch company of the country 
with which the United States is at 
war, whereas, in fact, this Company is 
an American company, owned and con- 
trolled by citizens of the United 
States.” 


NATIONAL BOARD AND IL. W. W. 
Investigations of the recent incen- 
diary fires attributed to the I. W. W. 
on the Pacific Coast and Northwestern 
States have had the attention of the 
National Board’s ‘Pacific Coast Com- 
mittee, and special reports have been 
made to Mr. Hoover and to Mr. Bie- 
laski, Chief of the Bureau of Investi- 
gation of the Department of Justice. 


Binders Limited to 30 Days 
The Allegheny County (Pa.) Board 


has adopted rules forbidding binders 
to be kept in force over 30 days. 


Commissioner O'Neil, of Pennsyl- 
vania, has issued an order dissolvin¢ 
the Industrial Mutual Fire of Read- 
ing, Pa. 


FIRE AND MARINE | 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital . ° 
Assets . ° P 
Liabilities (Except Capital) 
Surplus to Policyholders ° 


Statement January 1, 1917 


. - $1,000,000.00 
° 2,748,832.19 
. . 1,039,977.81 
° 1,708,854.38 











| AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY CO. 

















FROM LIFE TO FIRE 
Rogers Bros., General Agents of Phila- 
delphia Life, Associated in 


Fire Agency 


Rogers Bros. at Petersburg, Va., gen- 
eral agents of the Philadelphia Life 
Insurance Company, have become asso 
ciated with the well-established firm of 
I. O. Egerton & Co, in the fire insur- 
ance business. They have been ap- 
pointed agents of the Glens Falls and 
the American of Newark. 

R. O. Egerton & Co, at one time, 
about twenty years ago, were engaged 
in the fire insurance business, at which 


time John E. Moyler, State agent of 
the Provident Life & Trust Company 
was a member of the firm. When he 
left the agency he carried with him 


the fire insurance business. 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 


Inc, 1911 


$641,341.77 

oe cee e 6 230,513.29 
- 300,000.00 
63,479.83 


Reserve 
Capital 
Surplus 


VOORHEES WITH HOWIE & CAIN 

Former Counterman of Liability of 

New York Office of Travelers is 
Auto Manager of Agency 


H. G. Voorhees who has been counter- 
the liability and compensation 
departments of the New York office of 
the the past six 
will become manager of the automobile 


man of 


Travelers for years 


and casualty department of Howie & 
Cain, Inc., on September 1. Howie & 
Cain, Inc., are metropolitan agents of 
the Hanover Fire and also represent 
the Maryland Casualty. 


Mr. Voorhees, previous to his connec- 
tion with the Travelers, was for seven 
years with the Maryland Casualty and 
nade his start in the business with the 
Mutual Life. 





CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 


ieaweee -. $357,318.58 
54,256.92 
200,000.00 
96,379.07 


Assets 

Reserve 
Capital 
Surplus 


eee ee eeee 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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Frelinghuysen Defends 
His Patriotism 


WRITES SHARP LETTER EXPLAIN- 
ING POSITION TO CONSTITUENT 


Says He Has Supported All Adminis- 
tration Measures—Discusses Trad- 
ing-With-Enemy Act 

United States Senator Frelinghuysen 
has written a letter to R. A. Hewitt, 
secretary of the Hackensack branch of 
the National Security League, explain- 
ing his position regarding German in- 
surance companies and the amendments 
to the Trading-withthe-Enemy Act. In 
his letter to the Senator, Hewitt com- 
mented sharply on the former’s atti 
tude. Senator Frelinghuysen’s letter 
follows: 

“What do you know about my ‘course 
in regard to German insurance com- 
panies,’ about which you so glibly 
write? No question of this sort has yet 
arisen in the United States Senate, 
though it is likely to come up in a 
few days, in connection with the ‘trad- 
ing-with-the-enemy’ bill. This measure, 
which I favor, and for which I shall 
vote, places absolute control of the 
German insurance companies in this 
country in the hands of the Secretary 
of Commerce, who shall have power to 
issue licenses thereto, or withhold the 
same, at his pleasure. In the latter 
event, these companies are put out of 
business during the war, and their 
assets are taken possession of by the 
Secretary of Commerce Under this 
arrangement, said German companies 
cannot repudiate their debts owing to 
Americans, or withhold from them, un- 
til after the war, losses sustained by 
citizens of this country. 

“Under the circumstances, I fail ut- 
terly to see why you should have writ- 
ten me such a letter as that before me, 
except upon the ground of your utter 
ignorance of the subject about which 
you write. 

“Since entering upon my duties as a 
Senator from New Jersey, March 4, 
1917, I have unwaveringly supported 
the Administration in every move it has 
made to carry on the war against the 
tyrannical and semi-barbarous govern 
ment of Germany. Beginning with the 
declaration of a state of war, the au- 
thorization of the $7,000,000,000 loan, 
the passage of the conscription act, 
down to the present time, I have voted 
for—sometimes speaking in support of 

every measure equipping the govern- 
ment to carry out its military, naval 
and economic programs. Until the ead 
I shall advocate the waging of an ag- 
gressive warfare against the common 
enemy of mankind, the present auto- 
cratic head of the German Empire. 

“Under the circumstances, with such 
harrassing problems and _ perplexities 
pressing upon public men, it is not a 
little discouraging to receive letters 
like yours, written from an entirely 
false viewpoint, and based upon totally 
incorrect information, or, rather, upon 
no information at all.” 


SHOT TO PIECES 

A page story in a Connecticut news- 
paper about the fire department in 
Willimantic, Conn., tells all there 
is to know in the headlines: “How 
$100,000 Fire Shot Willimantic’s Fire 
Department To  Pieces.—City With 
Population of . Nearly 13,000 People 
Has Fire Fighting Force of Five 
Active Members Following Upheaval in 
Ranks.—Paid System Fails To Meet 
Favor After Volunteer Companies Are 
Disrupted.—Many Wonder What Willi- 
mantic Will Do df Real Fire Occurs.” 


MASS. F. & M. DIVIDEND 
At a meeting recently of the board 
of directors of the Massachusetts Fire 
and Marine, a dividend of three per 
cent. was declared payable on August 1. 
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BASEBALL LEAGUE RECEPTION 


pee of Annual ‘Affair to be Given 
0 “Sun” Tobacco Fund for American 
Soldiers in France 


At a meeting of the executive com- 
mittee of the Fire and Casualty Insur- 
vnce League held this week, the date 
und details for the third annual recep- 
tion of the league were decided. The 
reception will be held at the Amster- 
dam Opera House, 44th Street and 
Kighth Ave., on October 11. The pro- 
ceeds of the affair will be donated to 
the tobacco fund of the New York “Sun” 
vVhich is sending tobacco to the Amer- 
ican troops in France through the War 
Department. 

The arrangements are in charge of a 
committee headed by W. F. Stanz, of 
Quinn, Warner & Quinn, chairman, who 
is president of the League; and by 
A. M. Broden, of the Continental, who 
is vice-chairman and ‘secretary of the 
League. The other members of the 
committee are: Geo. W. Graham, of the 
Continental; 'T. P. O’Donohue, of the 
fiome; A. D, Pollock, of the Hartford; 
KE. Waterbury, of the Preferred Acci- 
dent; R. Corde, of the Globe & Rut- 
xers; A. Schumm, of the Caledonian; 
H. Miller, of the Commercial Union; 
and B. Roman, of the United States 
hidelity & Guaranty. 

The reception is to have a patriotic 
tone and the committee is seeking to 
make it a greater success than any of 
those previous. The membership of the 
organization consists of the members 
of the baseball teams of eight of the 
largest companies and includes about 
200 men, the majority of whom will 
sooner or later be in their country’s 
service. A large proportion has al- 
ready joined the ranks in one capacity 
or another. 
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Fire Prevention Work 
Attracts Attention 


PUPILS OF WESTERLY, R. lL, 
SCHOOLS WRITE ESSAYS AND 
WIN MEDALS 
Suggestions as to How Repetition of 
Many Past Tragedies May Be 
Prevented 


The smell of smoke; the scream of a 
child descending a wooden stairway; 
the cry of “Fire!” and in thirty minutes 
there was mourning in two hundred 
homes in Collinwood, a suburb of 
Cleveland. It had required but an hour 
to transform a magnificent school 
vyuilding into a funeral pyre from which 
the corpses of scores of little children 
were dug out and laid in the morgue 
to await identification by their frantic 
parents, 

A blazing drop curtain in a Chicago 
theater started a panic among several 
hundred women and children, and with- 
in a comparatively short time several 
seore of persons were crushed or 
Lurned to death. 

A curling column of smoke 
ing from the basement of a parochial 
school in a small Massachusetts town 
a few months ago, was the first inti- 
mation that the teachers and pupils 
had that there was a seathing furnace 
underneath them. In attempting to 
make their escape the exits became 
choked with human beings, and before 
the flames could be subdued a score 
cof young lives were sacrificed. 

To these sickening tragedies may 
be added many similar holocausts 
that have happened in manufacturing 
concerns throughout the country. The 
tragic ending of these human lives was 
the price paid for the present campaign 
of fire prevention that is going on in 
various forms. That there has been 
great advancement made during the 
past few years cannot be denied, but 
these efforts have been made only after 
great sacrifices of human life. With 
the aid of local fire departments the 
schools and other institutions, as well 
as manufacturing concerns, have estab- 
lished fire prevention methods which 
have gone a great way in safeguarding 
humanity from meeting the fate of 
those mentioned above. 

One of these campaigns is being 
carried on in Westerly, R. IL. by Irvine 
0. Chester, agent of the Franklin Fire 
Insurance Company, of Philadelpni. 
Mr. Chester, who is also a member of 
the Westerly Board of Trade, started 
a prize essay competition on fire pre- 
vention open to all pupils in the seventh 
and eighth grades of the Westerly 
schools, generously donating the prizes 
himself. This year there were 200 con- 
testants, the winner receiving a solid 
sold medal; the second prize was a 
silver medal and the third a bronze 
medal. 

The children in the Westerly schools 
are taking much interest in this fire 
prevention campaign. They are given 
weekly instruction on the subject and 
are asked to bring in clippings referring 
to fires and to analyze them, putting 
them in the preventable or non-pre- 
ventable class. This year’s winning 
essay is as follows: 


Our Ideal—“No Fires in Westerly” 

When an outsider speaks of Westerly 
he is sure to mention the fact that 
Westerly is a town of fires, which is 
consequently ruining the reputation of 
our fair town. 

We have at last chosen a slogan to 
£0 against this menace—Our Ideal—‘No 
Fires in Westerly’—and are trying 
very hard to live up to it. We should 
begin to obliterate this fire nuisance 


ascend- 


by attacking the common 
great many 
ress. 

European people, reading of our great 
fire losses, wonder if we are a nation 
of incendiaries or a nation of children 
playing with matches. We are neither, 
but we have many careless habits and 
these habits must be corrected. 

if you saw a man throw a lighted 
match into a barrel of gunpowder you 
would think that the man was mad; 
but the 


cause of a 
dangerous fires—careless- 


practice some men have of 
smoking in garages, warehouses and 


factories is almost as dangerous. If 
people will live on and be careless, a 
“ood way to prevent them from dam- 
aging other people’s houses from fires 
starting in their own homes from 
carelessness is: If their fire damages 
their neighbor’s house they must foot 
their neighbor's bills as well as their 
own. 

The second step nearer our ideal is 
Leing clean. Many bad fires have 
started in rubbish heaps. A clean city 
will, therefore, have few fires. If 
all the cellars and attics in Westerly 
were kept clean, you would quickly 
see the decrease in the number of 
fires. Always burn oily rags and waste 
after using, as some oils ignite spon- 
taneously. 

The third step is concerning lighting 
devices. Many contractors in building 
houses do defective wiring and cover it 
up with wood, thereby making many 
dollars. The wiring in a house should 
be carefully inspected by a competent 
electrician before turning on the cur- 
rent. 

Kerosene lamps should be scrupulous- 
Ivy clean. Never fill with oil when 
lit. Private acetylene gas plants should 
he inspected regularly and frequently 
end kept in rigid conformance with the 
laws. 

The fourth step nearer the goal is 
treating on construction. A large part 
of Westerly is of wooden construction 
and, where wooden buildings are built 


in close proximity, conflagrations are 
unavoidable. Conflagrations are never 
stopped by water; they are stopped 
when there is a barrier that can resist 
fire. If all our houses were built of 
stone or non-inflammable building ma- 
terial in a short time Westerly would 
be free from the fire peril. 

The fifth and last step to the goal 
is concerning some common causes of 
fires. If mothers would see that 
matches are kept from children, the 
fire rate would decrease materially. 

Keep chimneys free from soot and 
other things that may catch on fire. 
Don’t ever look for a gas leak with an 
open flame. 

Keep clothing at a safe distance from 
stoves; sometimes a stove gets red 
hot and things hung near it may readily 
ignite. 

There should be a law that buildings 
near a railway be covered with tin so 
2s not to catch fire from sparks. 

Never decorate electric bulbs with 
paper or cloth; the heat may ignite it. 

Hydrants should be kept clean and 
tested frequently. 

With these suggestions and the earn- 
est efforts of the people, Westerly may 
reach its ideal—*‘No Fires in Westerly.” 


FALSE SWEARING 

It is often said, says Frank Sowers 
particularly in insurance litigation. that 
“the law abhors a forfeiture.” It is 
also said that the penalty (forfeiture 
of the insurance) for false swearing 
bears no relation either to the benefit 
the insured secures or the injury which 
he imnoses on the underwriter. So it 
is said that the penalty is not to fall 
unless the false swearing is knowingly 
and wilfully done; but the rule in the 
Federal Courts is, that if there be false 
swearing knowingly and wilfully done 
with respect to material facts. an in- 
tention to deceive the underwriter will 
be presumed therefrom. 
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the completion of its plans which 
have been formulating for the past 
five months to offer additional 
facilities to the New York Brokers 
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KOECKERT COMING HERE 


Succeeds George E. Kline as Vice- 
President of Continental Group— 
Change Effective on January 1 


The announcement this week that 
George E. Kline, vice-president of the 
Continental group, would retire on 
January 1 came as a surprise to under- 
writers who knew his close relations 
with President Henry Svans, and 
social relations of the’ two. Mr. 
Kline was at Chicago for ‘years before 
coming to New York. He was as- 
sistant Western manager and when J. J. 
McDonald retired as Western manager 
he succeeded him. 

Fred W. Koeckert is one of the best 
known insurance men in the West. He 
iS now second vice-president in charge 
of the Western department. 


TWO PLATOON HARD HIT 


Chicago Board of Underwriters See 
Grave Danger in System—Chief 
Forbids Vacations 


Fire departments all over the coun- 
try, including that of New York City, 
have for years been clamoring for a 
two platoon system. Many cities have 
fought the proposition on the ground 
of greater expense without commen- 
surate efficiency. Chicago adopted the 
two platoon after fighting it off for a 
long time, and now the Board of Under- 
writers of that city has warned the 
city council that there is danger of a 
serious conflagration unless it abandons 
the double platoon now in force, or 
provides for several hundred additional 
firemen to bring the compliment up to 
the normal number. In the meantime 
Chief O’Connor has forbidden the usual 
summer vacations of the men in an 
effort to keep the fire-fighting force up 
to an efficient standard. 


COMMISSIONS IN TEXAS 

Several of the larger fire companies 
have recently resumed the payment of 
commissions to non-residents of Texas. 
There is some differerice of Opinion as 
to the correct procedure in this con- 
nection. The Attorney General of ‘Texas 
ruled against the payment of commis- 
sions on Texas risks to non-residents 
but his ruling was not supported by the 
Insurance Commissioner. Just previous 
to defining the exact procedure, the 
Insurance Commissioner died. 


GOES WITH ELLISON 

Bennett Ellison, who recently suc- 
ceeded to the business of White & Blli- 
son, announces the appointment of 
Gustave R. Michelsen as assistant 
counterman in his office. 

Mr. Michelsen has been connected 
with the William H. Kenzel Agency and 
Benedict & Benedict in the past. 


CAPTAIN SALTER DEAD 

Captain Henry Salter, dean of marine 
insurance underwriters and since 1883 
connected with Chubb & Son, died in 
New London, Conn., recently. Captain 
Salter was born in Portsmouth, N. H., 
sixty-seven years ago, and at the age 
of 19 was a master mariner. For 
thirty-four years he was on the Board 
of Marine Surveyers for the Port of 
New York and was also the represent- 
ative of Lloyds of London. 

BALTIMORE PREMIUMS 

The German Fire, of Baltimore, 
wrote $106,412 in premiums during first 
half of 1917 in that city. Home of 
New York wrote $65,504; National of 
Hartford, $61,920; L. & L. & G., $45, 
335; American Eagle, $36,161; Royal, 
$35,548. 

John B. Guthrie, a well-known special 
agent in Baltimore, has been made as- 
sistant secretary of the New Jersey 
Fire. 
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NATIONAL CONVENTION OF INSURANCE COMMISSIONERS 


Companies Rapped By 
Fitz Hugh McMaster 


SOUTH CAROLINA COMMISSION- 
ER SIZES UP FIRE INSUKANCE 
Says Half a Dozen Men Dominate and 
Rest Sneeze When They Take 
Snuff 





Fitz Hugh McMaster, Insurance Com- 
missioner of South Carolina from which 
State companies retired in a body and 
tnen returned, told the insurance com- 
missioners in St. Paul this week whaf 
he thought of fire insurance and fire 
companies, Having an audience and un- 
limited time he enjoyed himself thor- 
cughily. In his talk he commented 
rather sharply on the rates obtained 
by F. I. A. and mutual risks compared 
to stock fire rates, declared that com- 
missions to agents are constantly ris- 
ing, and that present compensation is 
based upon a plan whereby the more 
the agent makes the less the company 
makes, and intimated that present un- 
derwriting conditions favor the larger 
companies, 

Telling how South Carolina felt when 
it lost the fire companies he gaid: 

“When the procession filed out of 
South Carolina I said to one, who I 
nnew went with the greatest reluct- 
ance, that he could relieve the situation 
xreatly if his company would take re- 
insurance from the companies which 
had remained in the State. ‘Not on my 
life,’ were his words in effect. ‘Do you 
know what they did to blank company 
which took re-insurance from the com- 
panies which remained in Arkansas? 
Why other fire insurance men would 
rot speak to blank company men on 
the street, and should one of blank 
company’s representatives join a group 
of other insurance men at the club, 
with one consent they would have im- 
mediate engagements elsewhere. A 
general agent in the Northwest and an- 
other in the Southeast at the same 
time would discover they had too many 
companies in their offices, and blank 
company got the pink slip. And the 
leaves that fell in Vallambrosa were 
as nothing to the way other companies 
would fall away from a very large risk 
when they discovered that blank -com- 
pany was upon it.’ 

Says Ostracism Hurts 

“Now, man is a social animal, and 
fire insurance men are in part human, 
at least. 

“But that is not all. I say it with a 
smile upon my lips and no venom in 
my heart, but if there was anything 
which the retiring companies could do 
to South Carolina which they did not 
(lo, they could not discover it. ‘Not only 
would they not take re-insurance them- 
selves, but strictly re-insurance com- 
panies were frozen stiff, though re- 
insurance companies do not need to be 
licensed in the State. They could not 
‘afford’ to take re-insurance from South 
Carolina. One company manager but 
voiced what others tried to do, when 
he sent word to a mortgage company 
which was lending money in South 
Carolina, that ‘this was a fight in be- 
half of capital, and the mortgage com- 
panies were expected to stand by the 
fire insurance companies.’ 

“Really, I may be permitted to say, 
South Carolina got along pretty well, 
except for the very largest and some 
of the more hazardous risks. There 
were not so very many of either class 
of these that could not be accommo- 
dated, but they reminded one of the 
score of frogs in a Michigan marsh,— 
they made so much noise you thought 
they were a hundred thousand. 

Seeing Red 

“To one who has had my experience, 

there is apt to come the belief that, so 


far as such a State as South Carolina 
is concerned, except for a few very in- 
dependent and generally small compa- 
nies, about half a dozen men dominate 
the stock fire insurance companies. 
Maybe the others do not sneeze when 
the half dozen take snuff, but when 
these see red-it is time for the others 
to shut their eyes and follow.” 


How Policyholders Are Protected By 
lowa Department Told By 
Commissioner 


In the vaults of the Iowa Insurance 
Department insurance companies have 
deposits amounting to $81,703,713. This 
statement was made to insurance com- 
missioners at St. Paul this week by 
Commissioner English, of Iowa, who 
aiscussed adequate safeguards against 
companies being exploited and wrecked 
through incapable or dishonest handling 
cf funds. He advocated stiffer require- 
ments relating to deposit of reserve as- 
sets and capital stock investments. He 
said that under the Iowa law the Pitts- 
burgh Life & Trust and Commercial 
National Fire wreckages would not 
have occurred, 

The Iowa statutes are particularly 
effective in safeguarding interests of 
policyholders of life companies. They 
require that every such company shall 
maintain on deposit with the Commis- 
sioner interest-bearing securities of a 
character authorized by the statute in 
un amount at least equal to the reserve 
value of all policies in force at the 
close of each year. 

New domestic companies are required 
to make deposit of securities in an 
amount equal to the capital stock is- 
sued which must be maintained until 
the accumulative reserve exceeds the 
amount of the capita’, 


$1,130,905 NET SURPLUS 
On July 1, 1917, the German Alliance 


of New York had $1,130,995 net sur- 
plus and assets of $2,837,709. 





CAUTIONS AGAINST SECRECY 


Commissioner Young Says Insurance 
Managers Should Tell All About 
Rates and Losses 





A strong plea for publicity in the 
transaction of the fire insurance busi- 
Less was made by Commissioner Young 
of South Carolina, at the Commission- 
ers’ meeting this week. ‘He deplored 
“reticence and mystery” regarding 
rates, and in discussing the subject of 
classification had this to say: 

“I have worked with both commis- 
sioners and companies to have started, 
worked out, and perfected a system of 
records of experience vathered from the 
combined work and results of all fire 
insurance companies. It has been sur- 
prising and even pathetic to see the 
actions and fears of the managers of 
many of the companies, lest in giving 
cut their experience in writings, pre- 
miums, losses, etc., they would divulge 
some trade secret and let the other fel- 
low learn the secret of their success. 
Many of them prefer to keep their own 
classification different from all others 
and get only their own, comparatively 
speaking, limited experience, rather 
than to turn their figures into the hop- 
per and draw out the rich combined ex- 
perience of all fire insurance compa- 
ties doing business in this country. 
Again, they feared to give their expert: 
ence by classes and States in writings, 
premiums and losses, for fear, forsooth, 
some uninformed customer would use 
them as a basis to call for a change in 
some rate; yet they profess to keep 
their experience and doings in special 
systems to enable them to conduct 
their business on scientific and safe 
lines. 

“How often when rates are made or 
changed, and the reason therefor is 
esked, they are compelled to confess 
that they cannot give figures, but are 
basing their action on their underwrit- 
ing judgment! Thus we find a class of 
cur best and most efficient business 
ren, certainly expert in their line, with- 
holding publicity in regard to the work- 
ing and method of their business, tell- 
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ing their customers that they could 
not understand such things and that 
their knowledge would work harm in- 
stead of good for them. Strange that 
they should expect this to satisfy the 
public, especially that part of it with 
whom they are doing business and who 
are affected financially by the rates 
made. Should they not expect a pro- 
test to be raised by the solid business 
men of the country with whom they 
ceal, if not by the general public? Such 
a course is not followed in any of thé 
other great classes of business in this 
country. Is this denial of publicity and 
information right or best? It may be, 
tut the public and even many of the 
students of the business do not think 
so. You know, and the public, I believe, 
knows that the premium is a measure 
of the hazard, and must produce enough 
to pay the losses, expenses, and a rea- 
sonable profit; that the premium raté 
must be arrived at by taking into con- 
sideration each and every item that 
goes to make up this hazard, and apply- 
ing them with the best underwriting 
knowledge and experience; but this 
does not mean that all the elements 
must be kept secret and nothing given 
cut that constitutes even a part of this 
underwriting experience and _ knowl- 
ledge.” 


READING SUIT 





Farmers Mutual Deny Liability—Con- 
troversy Over Inventory of Hotel 
Stock and Fixtures 
Nine farmers’ mutual insurance com- 
panies in Pennsylvania have been sued, 
growing out of the loss of the Mansion 
House Hotel, Reading. A. Christ & Co., 
proprietors of the hotel, seek to re- 
cover $4,767 on furniture and fixtures. 
The defendants claim that “the plain- 
tiffs were not interested in the insured 
stocks, furniture, fixtures, equipment 
and supplies, as owners thereof, but 
held the same under a lease or con- 
tract of bailment from N. Snellenberg 

& Co., Philadelphia.” 

Also, they allege that the plaintiffs 
did not furnish a complete inventory 
or separate the damaged from the un- 
damaged goods and that “although re- 
quested to submit to examination under 
oath by the adjuster of the company, 
E. M. Morgan, one of the plaintiffs, 
refused to present himself at all, and 
the other plaintiff, Anson Christ, re- 
fused to continue the examination and 
refused to answer pertinent questions 
put to him by the adjuster named by 
the company.” 

The defendants further state that 
“by reason of the gross understatement 
of the value of the property insured 
and the excessive overstatement of the 
amount of loss sustained the entire 
policy is void.” 

The plaintiffs, in their statement, 
have given the value of the furniture, 
fixings, etc., as $18,902.36 and the de- 
fendants claim that the actual value is 
$30,000. The defendants also declare 
that the loss did not exceed $1,500, al- 
though the plaintiffs allege it amounted 
to $4,797.71. 





TWO MUTUALS DISSOLVE 

Two insurance companies, the Indus- 
trial Mutual Fire of Reading and the 
Guaranty Mutual Fire of Allentown, 
have been dissolved by the Dauphin 
County court. Proceedings in receiver- 
ship were brought against them some 
time ago. The Industrial company had 
about $800,000 of .insurance in force, 
annual premiums $7,000. 





S. C. FRANK, BUFFALO, DEAD 

Stanislaus C. Frank, a Buffalo in- 
surance agent, who died a few days 
ago, for thirty years served as an in- 
terpreter of the Superior Court. 
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BROKERS ACTIVITIES 





No Commission on 


Boat Building Risks 


PACIFIC COAST SITUATION TAKEN 
UP BY LOCAL AGENTS 


Copy of Builders’ Risk Form—Rates 


Not Public Yet—La Boyneaux 
Chairman 


Pacific Coast insurance agents have 
raised the question of overhead writing 


in reference to insurance on vessels 
being constructed on the Coast to be 
placed by the Federal Shipping Board’s 
Building Insurance Committee, of which 
W. H. La Boyneaux, of Johnson & 
Higgins, is chairman, and has appealed 
to the State Insurance Commissioner 
and to the National Association of In- 
surance Agents. The latter body has 
asked its State association members 
for a report. 
The Situation 

The Eastern Underwriter is informed 
in underwriting circles that the situa- 
tion is as follows: 

The Federal Shipping Board’s Build- 
ing Insurance Committee has asked the 
companies for net rates on this insur- 
ance, meaning a rate without commis- 
sion, and the committee is taking the 
position that it is immaterial who writes 
the insurance so long as commissions 
on the business are not paid. The 
committee thinks this should be done 
for the Government in the present 
crisis. ; 

No rates are available for publication 
vet, but the builders’ risk form is 
printed elsewhere in this article. 


Exchange of Wires 

Insurance Commissioner ‘Harvey 
Wells of Oregon took the matter up 
with Chairman La Boyteaux and tele- 
graphed him as follows: 

Oregon representatives in Con- 
gress advise us you are chair- 
man of insurance committee for 
Emergency Fleet Corporation, and 
that you have arranged to secure 
a lower rate for contractors than 
can be obtained in Oregon. Will 
this rate be available to all au- 
thorized companies here, and will 
insurance be placed through their 
resident agents in this State? Be- 
fore circularizing the companies 
for information, I desire advices 
from you. 

In response to a telegram from the 
National Association asking for in- 
formation as to Chairman La Boy- 
teaux’s reply, Insurance Commission- 
er Wells telegraphs as follows: 

La Boyteaux states if Oregon 
agents can place insurance with 
admitted companies under satis- 
factory form at same rates se- 
curable by the Emergency Fleet 
then insurance will be placed 
here. He is mailing copy of form 
to be used for insurance of build- 
ers’ risk but while unable to quote 
rates, he assured me if Oregon 
agents cannot quote same rate 
the State will not be deprived of 
the taxes on premiums written in 
in admitted companies. I hold if 
admitted companies can quote rate 
in New York on property in 
Oregon their agents in Oregon can 
use the same rate. 


The Form 


A copy of the form follows: 

Fal oicceabseresse meen for account of themselves 
and/or any owner or owners of the vessel 
as interest may appear at the time of the 
happening of the loss. Loss, if any, payable 
in funds current in the United States to 

Pinriceresesnarctarerdqavusercncodepnan ts or order 
do make insurance and cause to be insured to 
OD: ME EE sdace doy erasawetenvasedsctcanepecs 
eid Ada eGpeemaa Dollars for the period of 


to be the date of laying of the keel) and 


GE Sudivas bnsenennardeuawences at noon, New 
BOGE, GF OEtl GeHWOTF BE ocvcccccccecccvess 
if delivered at an earlier date. In the event 
of such delivery not effected by ...........+00- 
this policy may be extended at .............++ 


mouthly additional premium provided notice 
of the extension be given to this Company 
OOGRE DD .wvetssaccacccesecs In no case shall this 
insurance extend lbeyond delivery of ‘the 
vessel, 

In the event of cancellation to return ° 
per cent. net for each uncommenced month 
~ pean but such return shall not exceed in 
On Hull, Tackle, Apparel, Ordnance, Muni- 
tions, Artillery, Engines, Boilers, Machinery, 
Appurtenances, etc. (including plans, pat- 
terns moulds, etc.) Boats and other Furni- 
ture and Fixtures and all material belonging 
and destined for ........... building at.......+. 
as per clauses hereinbelow specified. 

In the event of loss the underwriters shall 
not be liable for a greater proportion thereof 
than the amount of this insurance bears 
to the completed contract price. 

This Company to be paid in consideration 
of this |insurance ........ Ro vnatinwas Dollars 
Dabs SE GS SORE. OF ivecvdccisnccssice per cent. 
Touching the adventures and perils which 
we, the said assurers, are contented to bear 
and take upon us, they are of the Seas, Men- 
of{War, Fire, Enemies, Pirates, Rovers, Thieves, 
Jettisons, Letters of Mart and Countermart, 
Surprisals, Takings at Sea, Arrests, Restraints 
and (Detainments of all Kings, Princes and 
People, of what nation, condition or quality 
soever, Barratry of the Master and Mariners, 
and all other perils, losses, and misfortunes 
that have or shall come to the hurt, detriment 
or damage of the said ship, &c., or any part 
thereof. And in case of any loss or misfortune 
it shall be lawful for the assured, their fac- 
tors, servants and assigns, to sue, labor and 
travel for, in, and about the defence, safeguard 
and recovery of the said ship, &c., or any part 
thereof, without prejudice to this insurance; 
to the charges whereof the said insurance com- 
pany will contribute according to the Rate 
and Quantity of the sum herein Assured. And 
it is expressly declared and agreed that no 
acts of the insurer or insured in re- 
covering, savings or preserving the property 
insured shall be considered as a _ waiver 
or acceptance of abandonment. With leave 
to sail with or without pilots, to tow and 
be towed, and to assist vessels and/or craft 
in all situations and to any extent, and to 
go on trial trips. Witk liberty to discharge, 
exchange and take on board goods, specie, 
passengers, and stores, wherever the Vessels 
may call at or proceed to, and with liberty to 
carry goods, live cattle, &c., on deck of 
otherwise, ‘but warranted free of any claim 
in respect of deck cargo. Including all riskd 
of docking, undocking, changing docks, or 
moving in harbour and going on or off grid4 
iron slipways, graving docks and/or pontoon 
or dry docks as often as may be done during 
the currency of this Policy. 


Clauses for Builders’ Risks 


This Insurance is also to cover all risks, 
including fire, while under construction and/ 
or fitting out, including materials in Buildings, 
Workshops, yards and docks of the assured, or 
on quays, pontoons, craft, &c., and all risk 
while in transit to and from the works and/or 
the vessel wherever she may be lying, also 
all risks of loss or damage through collapse 
of supports or ways from any cause whatever, 
and all risks of launching and breakage of the 
ways. 


’ 

This insurance is also to cover all risks of, 
trial trips, loaded or otherwise as often as 
required, and all risks whilst proceeding to and 
returning from the trial course. 


With leave to proceed to and from any wet 
or dry docks, harbours, ways, cradles, and 
pontoons during the ourrency of this policy. 


With leave to fire guns and torpedoes but 
no claim to attach hereto for loss of or damage 
to same or to ship or machinery unless the 
accident results in the total loss of the 
vessel, 

In case of failure of launch, underwriters 
to ‘bear all subsequent expenses incurred in 
completing launch. 

Average payable irrespective of percentage, 
and without deduction of one-third, whether 
the Average be particular or general. 

General Average and Salvage charges as per 
foreign custom, payable as per foreign state- 
ment, ,and/or per York-Antwerp rules, if 
required; and in the event of Salvage, tow- 
age, or other assistance being rendered to the 
Vessel hereby insured by any Vessel be 
longing in part or in whole to the same own- 
ers, it is hereby agreed that the value of such 
services (without regard to the common own- 
ership of the Vessels) shall be ascertained 
by Arbitration in the manner hereinafter pro- 
vided for under “Collision Clause,” and the 
amount so awarded, so far as applicable to 
the interest hereby insured, shall constitute 
a charge under this policy. 

In the event of deviation to be held covered 
at an additional premium to be hereafter ar- 
ranged. 

To cover while building all damage to hull, 
machinery, apparel, or furniture, caused by 
settling of the stocks, or failure or breakage 
of shores, blocking or staging, or of hoisting 
or other gear either before or after launch- 
ing and while fitting out. 

It is agreed that any changes of interest in 
the steamer hereby insured shall not affect 
the validity of this policy. 

And it is expressly declared and agreed that 
no acts of the Insurer or Insured, in recover- 
ing, saving, or preserving the property insured 
shall be considered as a waiver or acceptance 
of abandonment. 

This Insurance also specially to cover loss 
of or damage to the hull or machinery, through 
negligence of Master, Mariners, Engineers or 





WM. B. CLARK, President 








“The Leading FIRE INSURANCE Company of America” 


Explosion and 
Sprinkler Leakage 


Insurance 





pilots, or through explosions, bursting of 
boilers, breakage of shafts, or through any 
latent defect in the Machinery, or Hull, or 
from explosions or other causes, arising either 
on shore or otherwise, causing loss of or in- 
jury to the property he reby insured, provided 
such loss or damage has not resulted from 
want of due diligence by the Owners of the 
Ship or any of them, or by the Manager, and 
to cover all risks incidental to steam navi- 
gation, or in graving docks. 


Collision Clause 


And it is further agreed that if the Ship 
hereby insured shall come into collision with 
any other Ship or Vessel, and the assured 
shall in consequence thereof thecome liable to 
pay, and shall pay by way of damages to 
any other person or persons any sum or sums 
not exceeding in respect of any one such colli- 
sion the value of the Ship hereby Insured, we 
the assurers, will pay the assured such propor- 
tion of such sum or sums so paid as our sub 
scriptions thereto bear to the completed con- 
tract price of the Ship hereby Insured. And 
in cases where the liability of the Ship has 
been contested, with the consent, in writing 
of a majority of the underwriters on the hull 
and/or machinery (in amount), we will also 
pay a like proportion of the costs thereby 
incurred or paid; but when both Vessels, are 
to blame, then, unless the liability of the 
owners of one or both of such Vessels becomes 
limited by law, claims under the Collision 
Clause shall be settled on the pchueapie ot 
Cross Liabilities, as if the owners of each 
Vessel had been compelled to pay to the 
owners of the other of such Vessels such one- 
half or other proportion of the latter's 
damages as may have been properly allowed 
in ascertaining the balance or sum payable by 
or to the assured in consequence of such col- 
lision, 

And it is further agreed that the principles 
involved in this clause shall apply to the 
case where both Vessels are the property, in 
part or in whole, of the same owners, all 
questions of responsibility and amount of 
liability as between the two Ships being left 
to the decision of a single Arbitrator, if the 
parties can agree upon a_ single Arfritrator, 
or failing such agreement, to the decision 
of Arbitrators, one to be appointed by the 
managing owners of both Vessels, and one to 
be appointed by the majority in amount of 
Underwriters interested in each Vessel; the 
two \Arbitrators chosen to choose a_ third 
Arbitrator before entering upon the refer- 
ence,, The terms of the Anbitration Act of 
1889 to apply to such reference, and the deci 
sion of such single, or of any two of such three 
Arbitrators, appointed as above, to be final 
and thinding. 

This clause shall also extend to any sum 
which the Assured may become liable to pay, 
or shall pay for removal of obstructions under 
statutory powers, or for injury to harbours, 
wharves, piers, stages, and similar structures. 

Protection and Indemnity Clause 

It is further agreed that if the Assured 
shall tby reason of his interest in the insured 
ship ‘become liable to pay and shall pay any 
sum or sums in respect of any responsibility, 
claim, demand, damages, and/or expenses 
arising from or occasioned by any of the 


(Continued on page 16.) 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. ts Bein RD, Vice-President 


if RVIS "Secretary 
WILLIAM ORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
too WILLIAM STREET, NEW YORK 








“‘STRONG AS THE STRONGEST”’ 


The Northern Assurance Go, 
(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 


Losses Paid - - - $105,000,000 
Losses Paid in U.S. - $38,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 











WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 
January 1, 1917 
BORE sccencscsovivtananeesesues $3,329,177.74 
Surplus in United States...... 1,478,531.90 

Total Losses Paid in United 
States From 1874 to 1916, 
— 0000 9ddoecnocensesees 41,657,814.31 
R. BROCK, President 
Ww. B. MEIKLE. Vice- Pres. & Gen. Man. 
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NEWARK 


Phone Market 6536 


JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


| SERVICE 
| FIRST 


80 MAIDEN LANE 
NEW YORK 


Phone John 4560 








38-40 Clinton St., Newark, N. J. 


WALTER F. ERRICKSON 


95 William St., New York 


Representing 
THE GERMANIA FIRE INS. CO. 
For Automobiles — 
Special facilities for out-of-town business. 








WILLIAM C. SCHEIDE & CO,., Inc. 
HARTFORD, CONN. 
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following matters of things during the cur- 
rency at this policy, that is to say: 

Loss of or damage to any other ship or 
boat or goods, merchandise, freight, or other 
things or interests, whatsoever on board such 
other ship or boat caused proximately or other- 
wise by the ship insured in so far as the same 
is not covered by the running down clause 
set out above. 

Loss of or damage to any goods, merchan- 
dise, freight or other things or interests, what 
soever other than as aforesaid whether on 
board the said Steamship or not, which may 
arise from any other cause whatever. 

Loss of or damage to any harbour, dock 
(graving or otherwise), slipway, way, gridiron, 
pontoon, pier, quay, jetty, stage, buoy, tele 
graph cable, or other fixed or movable thing 
whatsoever, or to any goods or property in 
or on the same, howsoever caused. 

Any attempted or actual raising, removal 
or destruction of the wreck of the insured 
ship or the cargo thereof, or any neglect or 
failure’ to raise, remove, or destroy the same. 
Any sum or sumse for which the Assured 
may become liable or incur from causes not 
hereinbefore specified, but which are or have 
heretofore been absolutely or conditionally 
recoverable from or undertaken by the Liver- 
pool and London Steamship Protection Associa- 
tion, Limited, and/or North of England Pro- 
tecting and Indemnity Association, but ex 
cluding loss of life and personal injury. 

These assurers will pay -the Assured such 
proportion of such sum or sums so paid, or, 
which may be required to indemnify the As- 
sured for such loss, as their respective ‘subscr 
tions hear to the completed contract price of 
the ship hereby insured, and where the lia- 
bility of the Assured has been contested with 
the consent in writing of a majority (in 
amount) of the Underwriters on the ship hereby 
insured, these assurers will also pay a like 
proportion of the costs which the Assured shall 
thereby incur or be compelled to pay. 
Notwithstanding the foregoing, this Policy 


is: 

(A) Warranted free from any claim aris- 
ing directly or indirectly under Work 
mens’ Compensation or Employers Lia 
bility Acts and any other Statutory or 
Common Law liability in respect of 
accidents to any person or persons whom- 
soever, 

(B) Warranted free of capture, seizure, 
arrest, restraint, or detainment, and the 
consequences thereof or of any attempt 
thereat (piracy excepted), and also from 
all consequences of hostilities or warlike 
operations whether before or after dec- 
laration of war. 

(C) Warranted free of loss or damage 
caused by strikers, locked-out workmen 
or persons taking part in labour distur- 
bances or riots or civil commotions. 

(D) Warranted free of loss or damage 
caused by earthquake. 

(E) Warranted free of any consequential 
damages or claims for loss through delay 
however caused. 

(FP) Warranted free from claim for loss or 
damage to engines, boilers and all other 
materials while in transport, except in 
the port at which the vessel is being 
Duilt. 

This. policy shall not be vitiated by any 
unintentional error in description of interest 
or voyage, provided the same shall be com- 
municated to Assurers as soon as known to 
the assured, and an additional premium paid 
if required, 

The words “Owner and “Assured” as 

used in this policy shall be intenpreted to 
mean either “Builder” or “Owners” or both, 

The terms and conditions of this form are to 
be regarded as swhstituted for those of the 
policy to which it is attached, the latter being 
hereby waived, 


* *. * 


Fleischmann & Sulzbacher Move 

Fleischmann & \Sulzbacher this week 
moved their offices from 95 to 105 Wil- 
liam street. 

+ + os 
Cornell With Ten Broeck 

Charles L. Cornell, who has been 
with the Re-insurance Bureau for some 
time and was previously in the agency 
department of Hall & Henshaw, will 
start on Monday with T. H. Ten Broeck 
& Co., as solicitor. 

Francis Littleton Lenehan, the only 
son of J. H. Lenehan, United States 
manager of the Nord-Deutsche Insur- 
ance Company, is a member of the farti- 
ous Seventh Regiment of the New York 
National Guard, now a part of the 
United States Army, and will leave 
with his regiment for the Spartanburg, 
S. C., encampi.ent in the near future. 

A booklet of 16 pages has been is- 
sued by the S. H. Pomeroy Company, 
Inc., New York City, being a reprint 
of a paper on the subject of “Fire Re- 
tardant Windows,” read by S HW. 
Pomeroy at the June meeting of the 
New York chapter of the National Fire 
Prevention Association. The particu- 
tar interest which attaches to this 
article lies in the fact that it is the 
first coniplete and comprehensive anal- 
ysis of fire window efficiency ever pre- 
sented in concrete form. 





DENIES EXEMPTION PLEA 


Insurance Clerk Thought He Should Be 
Excused Because War Contracts 
Were Insured 


Before one of the exemption boards 
of New York City a young man asked 
to be excused from service because he 
was employed by a fire insurance com- 
pany, which work he said was of such 
importance that he thought he should 
be exempt. It developed that the com- 
pany which employed him was insuring 
war contracts. 

The board ruled that work for a fire 
insurance company does not entitle 
men to exemption, 





N. C. McLean, the leading local agent 
at East St. Louis, has been visiting 
Chicago to give the company managers 
a better understanding of the insur- 
ance situation there, following the re- 
cent race riot. Mr, McLean is secre- 
tary of the committee of 100, which is 
co-operating with the city government 
in improving conditions. This cOmmit- 
tee has raised $105,000 to pay the pol- 
icemen and firemen, under an arrange- 
ment by which both departments are 
taken out of politics. The fire protec- 
tion is being materially improved, and 
the unruly element, which was respon- 
sible for the troubles, is under strict 
surveillance. He says that the com- 
panies will be protected by the riot 
clause in their policies, there being 
only two policies involved without this 
clause, and that no serious trouble 
need be feared from litigation, prop- 
erty owners having filed their claims 
against the city. Several of the pol- 
icies involved have already been gur- 
rendered to the companies in exchange 
icr the unearned premium. 
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An Insurance Company’s safety depends upon the ability, experience 
and integrity of the men who manage its affairs. The proper 
_comservation of its premiums for prompt and equitable payment of 
Claims and for reserves to safeguard policyholders is a matter of 
prime importance to all agents who seek complete protection for 
‘their patrons. The safety of funds is always: the first consideration 
of the NATIONAL UNION, which weighs every transaction with. due 
_fegard to the inalienable rights of its policyholders, agents and stock- 
“holders, There are no exceptions to this rule—ABSOLUTELY NONE. 
The NATIONAL UNION has a Policyholders Surplus of $1, 756,262. 
Its Reserve for the protection of policyholders is. $2,362,164. 
And aside from ample resources, excellent experience and strict 
integrity dominate an organization whose: service and tacilities oon 
= prestige neta! day to the name 


Moi NATIONAL UNION | 3 - 


HAS YORKSHIRE FOR AUTOS 


E. F. Flindell Organizes New Depart- 
ment of Agency—Howard S. Coey- 
man Made Manager 

The Yorkshire Insurance Co., Ltd., 
this week announced the appointment 
of E. F. Flindell as agent of the auto- 
mobile department of the company as 
well as for its other lines throughout 
the United States and Canada in which 
capacity Mr. Flindell has represented 
the Yorkshire for something over a 
year. In conjunction with this Mr. 
liindell announces the appointment of 
Hioward S. Coeyman as manager of the 
newly organized automobile  depart- 
ment of his agency, 

Mr. Coeyman resigned this week as 
special agent in New York for the 
Kirst National Fire and will assume 
his duties with Mr. Flindell on or be- 
fore September 15. Mr. Coeyman has 
Leen with the First National for the 
past three years, during part of which 
time his headquarters were in Boston. 
Prior to 1914 he had been with the Re- 
iusurance Bureau for several years and 
received his first insurance training 
in the United States head office of the 
London & Lancashire Fire in Hartford. 
Previously he had been with the Trav- 
elers Insurance Co., which he joined 
in 1907. 


JOHN E. SMITH RESIGNS 


John E. Smith, secretary and man- 
aging underwriter of the First National 
Fire, of Washington, D. C., has re- 
signed. He has not as yet announced 
any plans for the future. 

John McKee, chief accountant of the 
Kirst National, was in New York this 
week. That the company is seeking 
re-insurance, announcement of which is 
expected within the next few days, is 
given to The Eastern Underwriter on 
reliable authority as a fact. 
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TO MEET IN HARTFORD 


Eastern Union May Elect a Secretary 
at Session in Latter Part of 
September 


The Eastern Union’s next meeting 
will be held in ‘Hartford on the third 
Thurday in September. It may be that 
a secretary to succeed Mr. Richards, 
now assistant manager of the National 
Board of Fire ‘Underwriters, will be 
named, but so far as The Kastern Un- 
derwriter can learn the members of 
the committee are not agreed. Since 
Mr. ‘Richards left, the office has been 
in charge of Miss G. P. Lank, who 
has been with the Kastern Union for 
six years, and who has attended all the 
meetings. 

GRAIN STORAGE 


National Board’s New Volume on Sub- 
ject Carries Hoover Message 
on Cover 

The success of “Safeguarding In- 
dustry—A War ‘Time Necessity,” pub- 
lished by the National Board of Fire 
Underwriters in its conservation work, 
has been so marked that 66,000 copies 
have been placed in the hands of the 
larger manufacturers. The next little 
volume to go to the manufacturers will 
be “Safeguarding Grain in Storage 
Against Fire.” (Herbert Hoover has 
authorized the use of the following 
paragraph over his signature for the 
cover of the pamphlet: 

“It is imperative that grain in stor- 
age shall not be destroyed. I wish to 
urge upon all shippers and handlers of 
grain the necessity for ceaseless vigi- 
lance against fire.” 

Two of the National Board’s men are 
still detailed at Washington as advisory 
engineers on fire protection and water 
supply in the office of Colonel Littell, 
Quartermaster Corps, in charge of can- 
tonment construction. 

The \National Board has detailed one 
of its engineers to each of the sixteen 
National Army cantonments to co-op- 
erate with the constructing quarter- 
master in fire prevention matters. In 
practically all instances the service 
rendered by these men is highly appre- 
ciated and utilized to the fullest ex- 
tent. Their work has covered a wide 
range, including the organization of 
fire departments, with an experienced 
and well-qualified chief in charge of 
each; procuring temporary fire protec- 
tion equipment for use during the early 
period of construction; planning for 
the prompt detection of and quick re- 
sponse to fires; testing engines and 
other permanent equipment and _ suit- 
ably locating it on arrival at the camps; 
arranging for the prompt removal of 
waste lumber and other combustible 
refuse, and safeguarding as far as pos- 
sible the various hazards incidental to 
construction of this nature. 

The gathering of information on man- 
ufacturing plants which are making or 
could make munitions of war or any 
articles in which the government might 
be interested is progressing. The or- 
ganizations affiliated with the National 
Board are still collecting data which is 
being prepared in card form, and to 
date there has been furnished to the 
industrial inventory section of the 
Council of National Defense approx- 
imately 9,000 such cards. 


CAMDEN CHANGE 
The National Surety Company has 
located in Camden a branch office for 
the State of New Jersey, south of 
Trenton, and has appointed as manager 
Cecil B. Myer, who has a _ practical 
cffice and field experience in bonding 
lines of nine years. During the past 
five years he was special agent for the 
American Surety Company in Philadel- 

phia and contiguous territory. 
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CASUALTY AND SURETY NEWS 











Much Opposition 
to Low Commission 


CONVENTION OF COMMISSIONERS 
IN ST. PAUL 





Producers Argue Against Cut—Com- 
missioner Turner, of Indiana, 
Agrees With Them 


(Special to The Eastern Underwriter.) 

St. Paul, Aug. 30.—-The of 
the National Convention of Insurance 
Commissioners yesterday was largely 
devoted to compensation and 
acquisition cost. 


session 


matters 


Earlier in the week there had been 
a hearing on acquisition cost at which 
producers gave their views. 

By far the most enthusiastically re- 
ceived paper at the Wednesday session 
was that of George E. Turner, deputy 


of Indiana, on “Acquisition Cost of 
Compensation Insurance,” who proved 


a valuable supporter of the producers’ 
cause. 
Against State Regulation 

Mr. Turner reached the conclusion 
that “no public interest can be _ pro- 
moted by State control or regulation 
of acquisition cost of compensation in- 
surance. The assumption of such 
control is not a proper function of the 
State, either through legislative enact- 
ment or departmental ruling. For the 
States or any of them to assiime regu- 
latory control of the acquisition 
either by enactment or ruling can at 
this time mean in practice only a re- 
vision downward. For if commissions 
are now none too high there can be no 
demand for the State to intervene. If 
they are too low, competitive processes 
will bring the necessary rise without 
any intervention by the State. To pro- 
mote the public interest control must 
either reduce the cost of compensation 
insurance to the employer, furnish a 
more certain and secure protection to 
the employer, increase the quantity 
and quality of service by the insurer 
to the insured at the same cost, or 
provide the employes safer and more 
satisfactory returns under the system. 
By decree of the courts and public 
opinion the State must not guess at 
results to be obtained by riding into 
the field of private contract upon the 
back of public interest. 

“The States’ intervention must be di- 
rect, certain and honest. Who of you 
will dare say that if Jones pays a rate 
of 117% and the agent’s commission 
is reduced 7% per cent. Jones’ rate 
will necessarily be 110? But when 
the State exchanges its extractor for 
a probe and’ uses its arbitrary correc- 
tive power to exploration of probabil- 
ities, the courts of this land will 
promptly set up the sign, ‘This is no 
laboratory.’ 

“Three factors are involved in the 
procedure: the agent on the one end 
of the teeter board, the company on 
the other and the insured in the 
middle,” continued Mr. Turner. “Is it 
honest to shove the agent under the 


cost 


water and force the company up for 
air while the assured has only shifted 
the weight from his right foot to his 
left? I make bold to assert that the 
present system of administering com- 
pensation can never be successfully 
carried out-without the personal serv- 
ices of a man on the ground who un- 
derstands the details of administration 
and has the of both 
insured and insurer and who will hon- 
estly serve as an intermediary between 
the employer the employe, the 
carrier and the compensation adminis- 
tration board. That function is now 
performed by the agent and whether 
that person be compensated by making 
him also the producer of business and 
paying him a commission thereon, or 
whether he be paid a salary or what 


who confidence 


and 


not, the service cannot be dispensed 
with.” 
Prolonged applause followed Mr. 
Turner’s address. 
Referred to Committee 
Commissioner Hardison moved the 
reference of the subject to the work- 


men’s compensation committee, which 
was carried. There was no discussion. 

Frank T. Houghton, deputy commis- 
sioner of Washington, followed with 
his paper on “Fraternal Orders and 
the Mobile Act.” 

Wednesday afternoon the delegates 
and guests of the convention were en- 
tertained by the St. Paul underwriters 
with an antomobile ride to the White 
Bear Yacht Club, where dinner was 
served and golf and dancing enjoyed. 
With the addition of late arrivals this 
convention has thirty-nine States rep- 
resented, the largest number on record, 
the list following: Alabama, Arizona, 
Arkansas, Colorado, Connecticut, Dis- 
trict of Columbia, Florida, Idaho, Illi- 
nois, Indiana, Iowa, Kansas, Kentucky, 
Maryland, Massachusetts, Michigan, 
Minnesota, Mississippi, Missouri, Neb- 
raska, New Hampshire, New Jersey, 
New York, North Carolina, North 
Dakota, Ohio, Oklahoma, Oregon, Penn- 
sylvania, Rhode Island, South Carolina, 


South Dakota, Tennessee, Vermont, 
Virginia, Washington, West Virginia, 
Wisconsin and Wyoming. 


At previous meetings discussion from 
the floor has been negligible. This 
year the program was arranged to en- 
courage liberal discussion of each ad- 
dress, but evidently the members have 
not become accustomed to the new or- 
der, as so far discussion has been 
practically nil. The program has had 
to do almost entirely with life and 
casualty subjects, but fire insurance 
will receive some attention at Thurs- 
day’s session, when hail insurance in 
North Dakota, inter-insurance and the 
general fire situation will come up. 
The Minneapolis Underwriters will en- 
tertain Thursday afternoon and Friday 
will be devoted to routine matters and 
election of officers. Commissioner Eng- 
lish of Iowa is regarded as logical 
successor to the presidency. 





SURETY anp 








A Progressive 


Company 


CASUALTY 





Rowe Argues Against 
Acquisition Cost Cut 


ARE EXPERTS 


AGENTS AND 
EARN THEIR WAGE 
Says Reduction May Cost Much in 


Safety and Permanency of 
the Carrier 


J. Scofield Rowe, vice-president of 
the Aetna Life, has written a letter to 
Frank H. Hardison, Commissioner of 
Massachusetts, and chairman the 
acquisition cost committee of the com- 
missioners, saying that the Aetna does 
not know of a single sufficient or valid 
reason for advocating or conceding any 
reduction in the present acquisition 
cost of 17% per cent. on compensation 
business. The Aetna does not believe 
this cost can be reduced except at the 
expense of the safety and permanency 
of the carrier. Some points made by 
Mr. Rowe follow: 

“We maintain that the stock com- 
pany ‘agency system’ is worth all it 
costs to the insuring public and is ab- 
solutely indispensable to the solvency 
of the business through its value in 
selection, distribution and supervision, 
and in serving as the main lines of 
transmission through which alone the 
superior administrative service  de- 
manded by an intelligent and dis- 
criminating public can be furnished. 

No Substitute for Agency System 

“No substitute for the ‘agency sys- 
tem’ has been successful in securing 
a sufficiently wide distribut‘on of risks 
to insure continued solvency and to 
secure to the companies the essential 
benefits of the law of average. 

“The underwriting and supervisory 
service of an agency organization 
(which is largely absent in all forms 
of mutual insurance) consists of the 
proper classification and correct rating 
of the risk; of bringing an assured to 
the point of understanding of the whole 
question of insurance; his relation to 
it; the relation of the employe and the 
relation of the carrier to it. This edu- 
cational service can be performed only 
by personal contact through qua™#ed 
agents who by education, by training 
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and by experience are qualified to cor- 
rectly interpret contracts and to ex- 
plain the intricacies of insurance. 
“Comparatively few employers have 
a comprehensive knowledge or under- 
standing of their obligations under 
compensation and liability laws, and 
very few employers will seek informa 
tion or advice concerning their direct 
or contingent liability arising out of 
accidental injuries to employes, * * * 


Skilled Men Give Social Value 

“Skilled agents in competition with 
2ach other for business will exert a 
powerful influence for accident preven- 
tion, and their continued activity will 
be of the greatest social value 

“To deny the companies the right to 
pay a fair remuneration for satesman- 
ship services and the coincident ad- 
ministrative service demanded of every 
agent in connection with workmen's 
compensation business would in our 
opinion very seriously impair the effi- 
ciency and high standard of the stock 
companies’ agency organizations. 

“With the business of insuring work 


men’s compensation being conducted 
upon a thoroughly efficient and high 
moral plane private stock company 


service strongly attracts the intelligent, 
well-informed, capable, honest § and 
public-spirited agents, who are well 
worthy of their hire and whose service 
has a value not to be measured by the 
yard stick of competitive price. 

“If the trouble is taken to investigate 
and compare the selling cost of work- 
men’s eompensation insurance with the 
selling cost of other lines of insurance, 
or the selling cost of articles in daily 


use in this country it will be found 
exceedingly low, sufficiently low, in 
fact, to eliminate all necessity or ex- 


cuse for the campaign that is now be- 
ing waged against that particular 
element of cost in the administration 
of the insuring business.” 


HARDISON ON COMPENSATION 
Massachusetts Commissioner Thinks 
Many Years Will Elapse Before 


Business Becomes Stable 

In his talk before the insurance com- 
missioners this week, . Commissioner 
Hardison, of Massachusetts, said stock 
companies in Massachusetts had tried 
io reduce rates; mutuals elevate them 
because in higher rates are larger divi- 
dends. In 1912 the percentage of total 
earned premiums in workmen's com- 
pensation business in Massachusetgs 
was: stock companies, 70.24; mutual 
companies, 29.26. In 1916, stock, 61.28; 
mutual, 38.72. 

Mr. Hardison sees a constantly in- 
creasing burden of expense in writing 
compensation insurance for some time 
yet. “There is nothing yet settled ex- 
cept the tolerance of the public in re- 
spect to the purpose of the system,” 
he said. ‘It will be many years before 
the business will settle into a fairly 
stable condition.” 
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Gerard on Compulsory Insurance 

James W. Gerard, former Ambassador 
to Germany, who is writing his four 
years’ experience in that country, for 
the Philadelphia “Public Ledger,” last 
week discussed the question of compul- 
sory insurance, and his version of how 
it “benefits” the German working men 
's not at all similar to the social work- 
ers’ view, so much has been printed 
and discussed. He found the German 
working man anything but happy, ana 
not at all enthusiastic about the Ger- 
man insurance acts. 

a + * 

Commissioner Young on Publicity 

“Don’t have secrets from the public,” 
is the advice to health and accident 
companies given this week by Com- 
missioner Young, of North Carolina, in 
a paper read before the National Con- 
vention of Insurance Commissioners. In 
discussing losses of industrial accident 
end health companies he said: 

“Who will doubt the great advantage 
to this class of industrial companies 
and their business of the publicity 
forced upon them a few years ago by 
au committee of this convention in in 
vestigating their adjustments? It re 
sulted in the return of practically $75,- 
000 to policyholders on closed claims; 
but in the opinion of many this does 
rot equal the value of the improved 
conditions brought about. It is pub- 
licity that has driven out of the mar- 
ket in most States companies with no 
character or idea of fairness as well as 
the so-called limited policies, under 
which it is said a claim might be paid 
if the assured was in an iron safe at 
the time of the accident, or, as one of 
our recent members has said, ‘if the 
accident had occurred on the 30th day 
of February.’ There is no doubt that 
many undesirable and unfair conditions 
heretofore found in the average health 
and accident policy have been elimin- 
ated—largely as the result of publicity.” 

4 a ” 
Luckett’s “Times” Interview 

The New York “Times” on Saturday 
carried a story under the heading 
“Drafted Men Lose Accident’ Insur- 
ance.” One of the casualty men inter- 
viewed, D. G. Luckett, secretary of the 
United States Casualty Company, cor- 
rectly voiced the sentiments of the 
Street when he said: 

“Of course, under the law we can 
retire any policy at will. However, 
there was a highly proper moral reason 
for our action; we owed a greater duty 
to the great majority of those who have 
policies in our Company than to the 
minority of drafted men. There is in 
all health and accident insurance dif- 
ferent rates based upon different oc- 
cupations. If an insured man changes 
his occupation, his policy is retired, to 
be replaced by another at a new rate 
for his new calling. We have no class 
for soldiers, therefore the health and 
accident policies of drafted men are re- 
tired automatically when they become 
soldiers. Because of lack of experience 
upon which to base rates we decided, 
in view of our duty to the majority of 
cur policyholders, not to make a rate 
for this business. 


“It should be borne in mind by the 
rublic that there is a vast difference 
sentimentally between life insurance 
and health and accident insurance, In 
the former a man insures for life, and 








atter the first or the second year the 
policy is not contestable, no matier 
what the occupation or condition of the 
insured. Each year gives him an added 
interest in his policy. In accident and 
health insurance, the policy is a year 
to year contract, and the Company may 
refuse at any time to continue the pol- 
icy. That is a basic condition of the 
business,” 
* *” * 
New Actuaries 
S. Bruce Black has been appointed 
actuary of the American Mutual Lia- 
bility Co. He was formerly statistician. 
James D, Maddrill has been appointed 
uctuary of the United States Bureau 
«! Kfheiency. Mrs. Dorothy M. Dolph, 
aeputy insurance commissioner, has 
Leen appointed actuary of the Colorado 
insurance Department. The Eastern 
\inderwriter is indebted to the Casualty 
Actuarial and Statistical Society of 
America for news of these appoint- 
ments, 
a a A 
Cantonment Compensation 
The Federal Government is trying to 
secure lower rates on the compensation 
insurance required by the contractors 
ior the various army cantonments 
throughout the country. The compa- 
nies quoted the regular rates, but the 
Government now protests that these are 
too high in comparison with the rates 
secured on fire and surety insurance. 
it asks that on the completion of the 
work the companies make an account- 
ing of their experience, in order that 
the rates can be adjusted so as to pre- 
vent any abnormal profits. Some of 
the companies are not finding these 
cantonment risks desirable and have 
cancelled those in South Carolina and 
Georgia. 
+ + + 
Successful Agent Who Uses Circular 
Letters 
Paul Everingham, of Chicago, who 
has become connected with the Aetna 
office there as a special agent, has 
some distinctive ideas regarding the 
selling of disability insurance. Mr. 
Everingham has built up a large busi- 


-ness through the use of circular letters. 


In fact he has, through this method, 
become one of the large producers of 
this class of business in the United 
States. 

He entered the accident and health 
field in 1914 and. during the first year 
produced more than $10,000 in pre 
miums. At present his premiums 
amount to $20,000 a year and, in addi- 
tion, he writes about $350,000 of life 
insurance, besides other lines, includ- 
ing fire. 

Mr. Everingham keeps a large list of 
persons in Chicago who receive in- 
comes of more than $6,000 a year. He 
does not solicit any small business and 
gets from six to eight replies from 
each thousand letters mailed. While 
this looks like a small proportion of 
answers, he closes at least half. of 
those who reply to his letters and says 
he obtains about $1,000 in premiums 
for each thousand letters sent out. 


By calling on men of substantial 
means, Mr. Everingham saves much 
time. These are men of action and 
make up their minds quickly. Mr. 
Everingham speaks of disability insur- 
ance as “an annual income for life” 
and his premiums average $152 each. 


Has Clear Vision 
A. E. Forrest, vice-president of the 
North American Accident, who was re- 
elected president of the Health and 
Accident ‘Conference at its annual 
meeting in Cedar Point, Ohio, is one 
of the strongest figures in the _ busi- 
ness, and has an unusually broad view- 
point about economic and insurance 
conditions and public men, 
& Wil 


_ ACQUISITION COST HEARING — 
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St. Paul, Aug. 29.—As a prelude to 
the convention the compensation ac- 
quisition cost committee gave a hear- 
ing on that subject, which lasted all 
day Monday. The results were highly 
discouraging to the producers and the 
companies, for while a fine array of 
argument was ably presented big men 
of long experience, both in the office 
and field, Chairman Hardison and Su- 
perintendent Phillips were apparently 
not greatly impressed by the work 
of the producer in this particu- 
lar line. They held tentaciously to 
the idea that because compensation is 
compulsory the producer has little or 
no service to perform and the em- 
ployer should pay but very little for 
the agent’s part in helping him to com- 
ply with the law. 

Commissioner Hardison introduced 
the revolutionary theory that the em- 
ployer should not be compelled to pay 
for the various services now claimed to 
be rendered by the agent unless the 
employer specifically desires them. In 
other words, the service element shoul:l 
be divorced from the insurance and 
the premium reduced correspondingly. 

The principal arguments on behalf 
of the insurance men were presented 
by Louis F. Butler, president of the 
Travelers, Hartford; Charles H. Hol- 
land, Royal Indemnity; John A, Mor- 
rison, Chicago; Fred L. Gray, Minne- 
apolis; George D. Webb, Chicago; 
Wade Fetzer, Chicago; L. A. Wallace, 
New York; C. E. Warner, Buffalo; 
Clarence §S. Pellet, Chicago; Thomas F. 
baly, Denver; F. G. Farquhar, Boston; 
R Henry Depew, New York, and Presi- 
dent Tiernan, of the New York State 
Association. 


FAR EAST IN FAR WEST 

One of the Fidelity & Deposits’ Japan- 
cove policyholders on the coast wrote 
as follows in regard to a plate glass 
loss. Although the letter is rather 
amusing, an American would no doubt 
find trouble being as clear if conditions 
were reversed and it happened in Yoko- 
hama. 
“Kidelity & Deposit Co. of Maryland. 

“San Francisco, Cal. 

“Gentlemen—We notice you with 
fully information of our broken plate 
glass, which caused on suddenly acci- 
dent by the stranger’s horse, who was 
afraid for something and unexpected- 
lv back to the sidewalk with wagon. 

“Wishing you will investigate and to 
replace new glass aS soon as possible 
cr write to W. P. Fuller Co., ‘in this 
city, he will fix it up soon as they have 
noticed from you and charge to your 
company. 

“Hoping to hear favorable answer, 
we are 

“Very respectfully, 
“Kambra Shoe Company, 
“S. Ikenouye, Prop.” 





Insurance Agent Frederick Fries, of 
Haddon Heights, N. J., will be opposed 
by a resident of Oaklyn for the office 
of Freeholder. 





Agent John A. Fish., Jr., of the Man- 
hattan branch of the New York Life, 
is now a lieutenant in the United States 
Army. 


Brewster Branch 
Managers Appointed 


W. M. PIETZ, C. L. LAUER AND A. C. 
McKNIGHT NAMED 


Get Continental Casualty for All Lines 
in East—Vice-President 
Keasby Drafted 
The Continental Casualty, of Chicago, 
this week announced the appointment 
of the J. N. S. Brewster & Co., Inc., as 
astern managers of the accident and 
health department of the company, 
effective immediately, and of the com- 
pensation and _ liability department 

effective September 1. 

In this connection, J. N. & Brewster 
& Co., Inc., announce the appointment 
of William M. Pietz, who for a long 
term of years was the home office acci- 
dent and health manager of the Gen- 
eral Accident as manager of the acci- 
cent and health department of the 
agency. 

The agency also announces the ap- 
pointment of C. L. Lauer, formerly 
counterman of the Brooklyn office of 
the Travelers, as manager of the com- 
pensation and liability department. 

A. C. McKnight, formerly with A. R. 
Corroon and for years connected with 
the Southern department of Wilcox, 
Peck & Hughes, both in New Orleans 
und Jacksonville, has been made man- 
ager of the marine and hull depart- 
ment of the agency. 

R. Q. Keasby, vice-president of J. N. 
5. Brewster & Co., Ine., has been 
drafted for military service and leaves 
Monday for training camp. 

The Brewster Agency now repre- 
sents a number of conmypanies for wide 
territory and every kind of coverage 
and is one of the livest in the Metro- 
politan section. 


SHOULD PROCEED AGAINST EM- 
PLOYER 

Harrisburg, Aug. 29.—Compensation 
Commissioner James W. Leech, in an 
cpinion handed down last week affirms 
the findings of Referee W. B. Scott, of 
Philadelphia, in the case of Blair vs. 
Globe Electric Plating Company, Phila- 
delphia, in which the insurance carrier 
appealed from the award on the ground 
that the employer did not give it notice 
of the claim filed. Leech makes this 
ruling: “If the insurance carrier has 
tiny just grounds for complaint or re- 
lief it should proceed against the as- 
sured, the employer. It now appears 
that the claimant has entered into the 
inilitary service of his country and it 
would be manifestly unjust under all 
the circumstances of this case to delay 
the matter any further.” 

BONDS IN PROVIDENCE 

The recent increase in bonding rates 
in Providence, R. I., has resulted in 
the companies losing much of their 
premium income from this source. The 
laws of Rhode Island permit an _ indi- 
vidual bondsman in most every in- 
stance and the requirements are not 
exceptionally strict. 


AETNA’S CLAIM SERVICE 
The Aetna on Monday paid the claim 
of a man killed by a street car in New 
York City before the body had arrived 
et his home. J. J. Boyle was the as- 
sured and the amount of the claim was 
$2,000, the principal sum. The acci- 
dent occurred in the morning and the 

claim was paid in the afternoon. 


P. J. V. McKian, the Chicago news- 
paper man who has been appointed 
agency supervisor of the monthly pay- 
ment department of the Chicago Bond- 
ing, is sure to make good if knowledge 
of his subject, personal popularity, 
ability to meet men and a long string 
of boosting friends in the business ac- 
count for anything. 
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A Travelers agent re- 


Incidents cently called on a large 
That Should manufacturer and wrote 
Not Happen an accident policy, pre- 


mium $50. Two days 
later another agent, associated in the 
same office, called on this manufacturer 
and obtained his application for a $50,- 
000 life policy. Unfortunate for the 
first agent that he neglected to mention 
life insurance, wasn’t it, to say nothing 
about liability insurance, workmen’s 
compensation, steam boiler, burglary, 
group insurance and other profitable 
lines written by the Travelers? The 
moral is obvious. 

. 7 * 


There is no fixed formula 


One Way for soliciting insurance. 
To Do Iit— There is but one thing 
And Another to do—Get it. Get it by 

honest representation— 


by the exercise of all the energy you 
possess. There are as many ways to 
zecure insurance as there are men en- 
gaged in the business, and there are 
ways in force by which it can never 
lie secured. The “Federal Record,” 
published by the Federal Casualty 
Company, in its recent issue, points out 
how life insurance solicitors can never 
expect to succeed, and then pictures 
in words how success may be achieved. 

“One way to solicit health, and acci- 
dent insurance,” says the “Record,” “is 
to get up in the morning, eat a com- 
fortable breakfast, potter around the 
house (making yourself a general nuis- 
snce to the family) until about nine or 
ten o’clock, then stroll down to your 
office, open the mail, but defer answer- 
ing it; take a hunk out of the trusty 
plug, fill up the old pipe or light a 
hemp cheroot, then sink into the long 
suffering office chair, cock your feet up 
on your dirty, untidy desk and be pre- 
pared to prove against all comers (until 
lunger and fatigue drive you home in 
the middle of the day for a well-earned 
test and siesta) that the draft law is 
unconstitutional, that Kerensky is des- 
tined to be a second Napoleon, that 
Germany is through, that Lloyd George 
isn’t as smart as Wilson, that the Allies 
ought to have won the war long ago— 
and would have done so if they had 
only followed the plan you had in mind 
some two years back and outlined at 
the time to the senegambian who does 
the janitor work in the building where 
vou have your leisure retreat, otherwise 
known as place of business—anything, 
in fact, to occupy your mind to the ex- 
clusion of your own business. Far 
more congenial you find it to pit your 
twenty-two-caliber mind against forty- 
five-caliber problems than to take the 
trouble of telling the fellow, wasting 
his time in arguing with you about sub- 
jects concerning which you both have 
only fragmentary and inaccurate knowl- 
ledge, that you are really in the insur- 
ance business for a living, not a pas- 
time, and that he needs ‘an income pro- 
lection policy without further delay, 
which can be obtained only by signing 
the “app” and making the initial pay- 
ment then and there.’ We suggest this 
office chair soliciting to those who ab- 
solutely refuse to leave the office ex- 
cept for something to eat, to get some 
sleep or find some one to talk to. The 
last is the curse of the ignorant, 
blatant, inefficient nonentity the world 
over, who loves to talk above all things, 
whether or not he has anything to say, 
and he is usually as barren of real 
ideas as an egg is of hair. 

“Now, that is the wrong way to 
£olicit health and accident insurance, 
and every one knows it, yet it is fol- 
lowed by far too many. ‘The right 
Way is simple, if hard work can be so 
described. The formula which has 
Pever failed when tried by an average 
intelligent and healthy man is this: 


Get up in the morning at a reasonable 
hour; take time to make yourself neat 
end presentable, but waste no minute; 
éat your breakfast and get out of the 
house without hanging around to see if 
the wife can pull along without you; 
step lively and get to your office; open 
and answer your mail; get out in the 
field and stay there, canvassing intelli- 
gently and systematically until you 
have made an eight-hour day of it, then 
home and comfort, with money in your 
pocket and the consciousness of work 
well done. Of course, there are details 
which can be handled to advantage, as, 
for instance, keeping a list of pros- 
pects, watching the papers for wed- 
dings, accidents, etc., but these schemes 
are merely incidental to success, the 
essential requirement being’ steady 
hours, systematic planning and hard 
work. 

“If any reader can give us a better 
formula for success than we have 
given, we would like to have it. If he 
can’t, suppose he gives our prescription 
a trial.” 

* * * 


Not having heard from one 
Overcome of its hitherto active pro- 


By ducers in Indiana, the Fed- 
Pessimism eral Casualty Company 
wrote to ascertain’ the 


cause, and the mournful reply received 
ectuated the company’s publication, the 
“Federal Record,” to suggest that it 
would have been better had he written 
kis note on black bordered paper. The 
agent pictured conditions in such dis- 
tressing language, dwelling on the high 
cost of living, the unrest caused by the 
draft, the uncertainty of what this 
country is coming to, and intimating 
that within a few months all able-bodied 
men would be in military or naval 
service, it was impossible to interest 
anyone in insurance, and it was only a 
anestion of time when health and acci- 
dent companies must go out of busi- 
ress. The wage-earners were dropping 
their lodge insurance, which was the 
“alpha” and the “omega” so far as he 
was concerned, since he has always 
attempted to explain his failure to write 
any appreciable business of late on the 
ground that he couldn’t compete with 
the Eagles, the Moose, etc. 

“Now, this is pure drivel,” says the 
“Record,” “as every agent who reads 
will know, but nevertheless, it is un- 
doubtedly so firmly imbedded in this 
unfortunate’s imagination as to appear 
‘o him an indisputable actuality against 
which it is hopeless to contend. Handi- 
capped? Of course he is, but we doubt 
if he should be blamed. He has al- 
lowed himself to get into a state of 
mind that will certainly prove his un- 
doing unless he throws every ounce of 
his will power into the ‘balance to 
counteract the destructive psychological 
complaint from which he is suffering. 
As an antidote we would suggest to 
our friend and any others who are 
similarly affected, that they quit asso- 
ciating with loafers and ne’er-do-wells. 
It is always hard times to them, and 
ot us hope that it ever will be. Suc- 
cessful people, those who work ener- 
getically and intelligently, whether it 
be in the golden halls of finance or the 
lowly camps of toil, do not talk that 
way. because they do not think that 
way. They know thz¢ at the very wors: 
it is unlikely more than one adult male 


” 


out of twenty will be placed under 
arms; that industrial laborers were 
never so well paid as now; that the 


demand for labor exceeds the supply: 
that there are hundreds of thousands 
of uninsured but insurable men in this 
country, actively and profitably em- 
zloyed, with money in their pockets, 
and they will continue to be with us in 
vast numbers, draft or no draft, war or 
no war. Remember this, then take a 
grip on yourself and go get business. 
Don’t let any calamity howler stop you, 
Cheer up and make it a point to go 
right along with your own ‘business as 
usual’—or better, if you haven’t been 
doing as well as you might.” 





W. E. SMALL, President 


PETER EPES, Agency Mgr. E. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,526,022.81 








HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


OF NEW YORK 
47 CEDAR STREET 


Alonzo G. Brooks, Ass’t Sec. 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 


Liability, Accident, _, 
Burglary, Boiler and 4 
Credit Insurance 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 


New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 











SURETY QUALIFYING POWERS 
National Surety Still in Lead With 
$809,198, a Gain of $144,963—Other 


Companies’ Gains 


The report of the U. S. Treasury 
Department, based on the statements 
of the companies as of March 31 and 
revised to August 15, many 
the companies have gained in the 
amount accepted by the Government 
on any one bond. The following table 
shows the amounts, which are based 
on 10 per cent. of the capital, and the 


shows 


to 


amount accepted by the Government 
from the same companies on Septem- 
ber 1, 1916. 

1917. 1916. 
Natl. Surety ........ $809,198 $664,235 


642,595 
508,880 
457,300 


655,917 
492,442 


335,964 


Amer. Surety 
yy & 3 ee 
U. S. F. & G. 


Aetna Cas. & Sur... 452,946 418,880 
oS A + . 2 Zi ae 
a Se oweGveece ws 283,336 298,415 
: S 2” eee 280,516 398,299 
i i Oe hs wcadons 189,017 196,520 


SS MN as ovsa kee 156,418 160,766 
8 ee 128,826 124,737 
ae re 125,098 140,817 


116,960 
100,600 
100,000 

91,578 


77,556 


132,075 
96,042 


Hartford Acc. ....... 
Lon, & Lan. Ind. 

Preferred Acc. 
U. S. Guarantee 
Internatl. Fid. 


75,565 


Southern Surety 75,930 75,929 
Chicago B. & I. ..... 73,058 26,038 
Se Ce. as wawdes 68,255 75,922 
Republic Cas. ....... 8 
Pee, MO his weaee 53,008 58,641 
Amer, Baad, -..00000 50,000 37,718 





MACAINSH WITH TRAVELERS 

A. G. MacAinsh, formerly manager 
of the accident and health department 
of the New York office of the Fidelity 
& Deposit, has been made a special 
agent of the Travelers attached to the 
home office. 


of 


AETNA COMPANIES IN CANADA 


Will Write All Fire and Casualty Lines 
Through Central Branch Office 
Under Canadian Manager 


The Aetna Casualty & Surety and the 
Automobile Insurance Company of Hart- 
ford have applied for licenses in Can- 
ada to write all fire and casualty lines 
of business. The companies, which 
were organized by and are affiliated 
with the Aetna Life, will open a cen- 
tral branch office to be located either in 


Montreal or Toronto. This office will 
be in charge of a Canadian manager 
who will be selected as soon as the 


, 


preliminaries relative to the companies 
admission to the Dominion have been 
completed. 

The Aetna Life has been writing life 
insurance in Canada for more than 
fifty years. It is represented in Mon- 
treal by T. H. Christman & Sons, who 


have been managers of the company 
since its entrance into the Dominion, 
end by Johnson & Orr in Toronto, 


rhese gentlemen will assist in the de- 
velopment of the casualty business of 
the Aetna companies in their respective 
territories. 





Congress has appropriated $45,150,000 
for the War Risk Insurance Bureau 
in 1918. 








READ 
THE EASTERN UNDERWRITER 


Each Week for New Ideas 








DO YOU? 


Subscription $3 a Year 











20 THE EASTERN UNDERWRITER 


August 31, 1917. 








. « . 
The Columbian National Life 
| OF BOSTON 
ARTHUR E. CHILDS, President 
A CHANGE may be necessary to realize your ambition 
Think a minute—then write 
WM. H. MASTIN FRANK D. LOMBAR 
SUPERINTENDENTS OF AGENCIES 
(West of the Mississippi). (East of the Mississippi). 


SYMES BUILDING 77 FRANKLIN STREET 
DENVER, COLO. BOSTON, MASS. 


DARL D. MAPES, Superintendent of Accident Agencies 
77 FRANKLIN ST., BOSTON, MASS. 


The service of a high grade Accident Department will also be offered so 
that you will not have to broker your Accident business to avoid violating 
your Life insurance contract. 





Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


GEE oe vas $1,000,000.00 
OUR 1916 STATEMENT SHOWS 
Insurance in force........... (over).... $42,400,000 
ED cdc deaasasee epee (over).... 5,600,000 
New Insurance paid for................ 10,000,000 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 
Territory either North or South. Your Opportunity is Here. 


Further information on request. Address: 
E. G. SIMMONS, Vice-President and General Manager 


Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 














CO-OPERATION No. 6 | 


J FFECTIVE PLANS of | 

co-operation with real 
producers are responsible 
in a measure for these 
results: | 


Our licensed represen- 
tatives paid for a larger 
volume of new premiums 
in half of 1917 than almost 
three times as many agents 
produced in the entire 
year of 1910. | 


Phoenix Mutual Life Insurance Company 








In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 


A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 
and permanently disabled: 


1. Thereafter the Equitable will carry the insurance 
—tThe Insured will have nothing further to pay. 

2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 


3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 











of Hartford, Conn. 
JOHN M. HOLCOMBE, President 





LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 







U. S$. Cash Assets, Dec, 31, 1916 $15,827,439.35 
Surplus, - - - = §,460,745.59 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904  1,051,543.00 





Liverpool 

amo ondon 
ann Globe 
Insurance Zo. 





Over $152,000,000.00 


Losses Paid in the United States 








HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 














NEW YORK OFFICE 
80 William Street 





CIMICED 


















